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Son...! was sold on Great-West Life before 
you were born 


“T’m glad to hear you are going to sell life 
insurance for Great-West Life. It is a fine 
career because every time you make a sale 


you are doing a real service for someone.” 


“I remember when I bought my first policy 
from Great-West. It was over thirty years 
—hbefore I met your Mother. I was in 
Manitoba trying to sell farm equipment 
when I met a young fellow from Winnipeg. 
He not only sold me on life insurance but 
he sold me on Great-West. 


“That first policy—it’s paid up now—was 
the first firm anchor I ever had and I'll 
always be grateful to that Great-West agent. 
So, seeing you build financial foundations 
for young families will make me very 
proud. There aren’t many jobs where it 
is possible to do so much real good for 


people.” 
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Majority Report of 
WSB Panel Would 
Remove Most Controls 


Free Group Coverages; 
Allow Cost-of-Living 
Increases in Pensions 


By RICHARD J. THAIN 


The long-awaited report of the six- 
man panel of the wage stabilization 
hoard is now on the desk of the board 
chairman in a form which should be 
highly agreeable to insurance people, 
because it recommends nearly complete 
decontrol of group writings and sub- 
stantial freedom in the pension area. 
One more hurdle remains to be cleared 
tefore the employe benefit business can 
be conducted more or less as usual. The 
report that has been submitted is a 
majority report, agreed upon by the 
two labor members of the panel and 
the two public members. The two in- 
dustry members are expected to file a 
minority report during the week of Oct. 
9, WSB will not act upon the majority 
report until this minority report has 
heen digested. Intense concentration if 
not fast action is expected on the panel 
reports after next week, because this is 
the largest unresolved determination be- 
fore the WSB and there is a great deal 
of pressure upon the board for action. 
There will unquestionably be a strong 
fight put up by industry behind the 
minority report. 

(For an explanation of opposition to 
the panel majority recommendations by 
representatives of industry see the edi- 
trial page. For further insight into 
the reasoning of the panel majority see 
Page 2.) 

The majority panel report recommend- 
ed complete removal of controls from 
the group casualty programs and of 
most group life programs. Freedom 
from control is granted any group life 
plicy providing for continuation of level 
anual premiums or contributions until 
the employe attains 65 and where there 
iso payment of any immediate benefit 
inthe form of cash or loan value prior 
oan employe’s death, permanent and 
total disability or attainment of age 65. 
Prior board approval would be required 
for any program in which life insurance 
provides for cash or loan values. 


Cost-of-Living Factor 


Importantly, a cost-of-living factor has 
been injected into the pension recom- 
mendations. The majority ‘panel favored 
lowing without prior approval the 
amendment of existing pension pro- 
grams which adiust pensions to main- 
fain the same relationship hetween any 
‘uch benefit and the cost-of-living as it 
txisted on the first regular payroll pe- 
tod in being on or after Jan. 15, 1950, 
ton the date when such benefit was 
stablished or on the date when such 
enefit was last adinsted, whichever 
te is the later. This cost-of-living 
Would be determined bv an index ap- 
moved by the hoard and in effect pro- 
vides an escalator clause of the type 
{fained by labor unions in several types 
temnlover-emplove agreements. 

; ‘teed from prior board approval also 
vat be pension amendments which 
iP lust henefits to maintain the same re- 
ationshin between the benefit and the 
‘Wage and salary level where such bene- 
* = @ONTINVED ON PAGE 24) 





1951 Revenue Act 
Helpful to Business 


Federal Legislative Year 
Winds Up with Many 
Plusses for Insurers 


The 1951 federal revenue act con- 
tains a variety of measures favorable to 
life insurance, the outstanding one being 
its adoption for the single year of 1951 
of the income tax formula proposed by 
the business for taxing life company 
income. 

Life companies are now subject to a 
federal income tax for 1951 of 334% on 
their first $200,000 of adjusted normal- 
federal income tax for 1951 of 334% 
justed normal-tax net income in excess 
of $200,000. The bill defines adjusted 
normal-tax net income for 1951 as nor- 
mal-tax net income, as defined in the 
present law, plus eight times 314% of 
non-life insurance reserves, as defined 
in the present law, minus a reserve in- 
terest credit for companies earning less 
than 105% of their required interest. 

The reserve interest credit deduction 
causes a company which earns 100% or 
less if its required interest to have its 
normal-tax net income reduced by 50%. 
A company which earns 105% or more 
of its required interest receives no de- 
duction. A company earning between 
100% and 105% of its required interest 
receives a deduction from its normal 
tax income which is proportionately be- 
tween the 50% maximum and zero. 


Pension Change Helps Agents 


The act extends the benefits of sec- 
tion 165 of the internal revenue code 
to full-time life insurance salesmen who 
are considered employes under the so- 
cial security act amendment of 1950. 
This greatly reduces the impact of in- 
come taxes on pensions when they vest 
on the agent’s retirement. 

The bill requiring the tax withholding 
of 20% of dividends and interest was 
not enacted. The new law extends dis- 
cretionary authority to the Secretary of 
the Treasury to require information re- 
turns as to interest payments of any 
amount. 

One change extends the provision of 
the income tax law exempting from 
taxation life insurance proceeds paid 
by reason of the death of the insured, 
so as to provide an additional exemp- 
tion, up to $5,000, of amounts paid 
by any one employer to the beneficiary 
or beneficiaries of a deceased employe in 
the form of a death benefit in accordance 
with a pre-existing contract. 


Summarize Other Changes 


Another change says that the value 
of a joint and survivor annuity in the 
decedent’s gross estate shall be used 
as the basis for applying a 3% rule in 
taxation of annuity income received by 
the survivor. Under the old law, the 
3% rule was applicable to the sur- 
vivor’s interest on the same basis as 
that applied to the deceased annuitant. 

The act also permits claims for refund 
to be filed within one year in cases of 
estates of deceased dying after Oct. 21, 
1942, where life insurance proceeds were 
subjected to taxation solely because of 
the retention by the insured of an in- 
cident of ownership in the nature of a 
possibility of a reverter. 

The life departments of savings banks 
will get the same income tax treat- 
ment as life insurance companies under 
the new bill. 

Persons 65 or over are granted a spe- 
cial income tax privilege. They may 
deduct medical expenses, including A. 
& H. premiums, from their adjusted 
gross income. For them, these ex- 
penses are not required to exceed 5% 


A. & H. Premiums of 
65 or Over Group 
Tax-Deductible 


The newly enacted 1951 revenue act 
contains a substantial income tax lib- 
eralization making A. & H. and _ hos- 
pitalization insurance premiums fully de- 
ductible as medical expenses for income 
tax purposes for all persons age 65 or 
over. 

Under the present law applied to per- 
sons under 65, medical expenses are, not 
deductible unless they exceed 5% of 
adjusted gross income. There are maxi- 
mums on the amount that can be de- 
ducted of $1,250 for an individual, $2,500 
for a couple, $3,750 for three persons, 
and $5,000 for four or more persons. 
But, persons 65 or over now may deduct 
their medical expenses from adjusted 
gross income without regard to the 5% 
stipulation. In other words, the very 
first items of medical expense will be 
deductible for them. 


Limits Are Ample 


A. & H. premiums are included in the 
term medical expense. The exemption 
limits remain in the law for all persons 
regardless of age. They are sufficient 
to provide for the vast majority of even 
catastrophic illnesses. 

The tax law change applies to pre- 
miums of current and new insured age 
65 or over. Companies and agents will 
soon be advising affected insured of the 
change. 

The provision in the new revenue act 
may represent congressional sidetracking 
of the efforts of Federal Security Ad- 
ministrator Ewing to grant free hos- 
pitalization to all social security bene- 
ficiaries. The change will reduce the 
effective cost to the aged of privately 
underwritten insurance. 





Beatrice Attorney in Line 
for Neb. Department Post 


Loren Laughlin, attorney at Beatrice, 
Neb., is expected to succeed to the post 
of insurance director vacated by Bernard 
R. Stone, it is reported. Mr. Laughlin 
is a former member of the state senate 
and assistant state budget director. 

Mr. Stone, who submitted his resigna- 
tion several months ago, has returned to 
Omaha to resume his law practice. 
Vacancies in the department staff and 
the need of filling them before leaving 
delayed his departure. 


Hospital Restriction Valid 


The Texas court of civil appeals has 
reversed the lower court in Armstrong 
vs. Group Hospital Service, Inc., and 
held that the plaintiff was not entitled 
to be reimbursed for services performed 
in a non-member hospital that was not 
registered with the American Medical 
Assn., since such membership was a 
condition of the contract. The case is 
reported in 14 CCH (Life) 1122. 








Must Be Catapulted 


A limited accident policy that covers 
against “being accidentally thrown from 
such vehicle or car” doesn’t pay off 
when a passenger is injured by being 
thrown against the roof, the Colorado 
supreme court has ruled in Jones vs. 
Federal Life, sustaining a lower court 
decision. The court held that the in- 
sured has to be hurled or catapulted 
from the car and projected outside the 
vehicle. The case is reported in 14 CCH 
(Life) 1110. 





of adjusted gross income before be- 
coming deductible, as is required for 
persons under that age. 


FIC Bound to 
Review Quality of 
State Supervision 


All That Curbs Federal 
Agency Is Lack of Funds, 
Says Day of Illinois 


Insurance Director J. E. Day of Illi- 
nois, at the zone 4 commissioners meet- 
ing at St. Paul, voiced the opinion that 
there is little the liaison committee 
of N.A.I.C. can do to dissuade federal 
trade commission from reviewing the 
quality of supervision of insurance that 
is provided by the states. FTC, he 
vouchsafed, has completed its study of 
the statutory content of supervision 
and is now determined to review the 
quality of state supervision. 

Mr. Day told the impressions that 
he gained at the meeting of the N.A.I.C. 
liaison committee with FTC recently. 
One strong impression that he got 
was that if FTC had the money it 
would move into the insurance field 
quickly. He was surprised at the many 
subjects in which the FTC _ people 
evinced interest such as deviation pro- 
cedures in Massachusetts, Escott plan, 
White Cross plan, etc. 

The commissioners’ group suggested 
that the insurance complaints received 
by FTC be referred back to the states 
for handling. It was pointed out that 
insurance by its nature gives rise to 
disputes and many claimants seek to 
apply pressures of a political nature. 

here is a continual attempt to use an 
insurance department as a small claims 
bureau. FTC could easily receive 40,000 
claims a year and that would require 
employment of experts and in no time 
there would be dual supervision. 

About all FTC would offer to do 
would be to refer back to the states such 
complaints as they were willing to pass 
along and then FTC would judge how 
well these were handled. The commis- 
sioners objected that this would amount 
to putting the state functionaries on 
probation to a federal agency. 

FTC people declared that they had an 
important interest in matters of coercion 
and monopoly, but the commissioners 
said that almost any complaint could be 
put up in such a way as to include an 
allegation of coercion or monopoly. | 

Mr. Day suggested that every possi- 
bility for improving the quality of state 
supervision should be studied. One im- 
portant suggestion is a central bureau 
for sifting filings of life and A. & H. 
policies. There are critics who say that 
this would simply be an invitation to 
supercentralization. There is much to 
that argument, he admitted, but he 
said there is a dilemma. 

There is the idea of greatly strength- 
ening the state insurance departments, 
but Mr. Day opined it is beyond the 
political realities to expect that substan- 
tially greater funds can be retained for 
insurance supervision. 

The joint activities of the states 
through N. A. I. C. are important but 
the individual departments are so hard 
pressed they can’t spare men for these 
community undertakings. 

Commissioner Larson of Florida, who 
is chairman of the liaison committee, 
disclosed at the zone 3 meeting at Chat- 
tanooga that he had received a letter 
from FTC outlining a suggested pro- 
gram for continuing liaison between 
N.A.I.C. and FTC. However, Mr. Lar- 
son did not reveal the susbstance of 
that letter. 
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life Advertisers 
to Have Notable 
Panel of Speakers 


Program for L.A.A. Meeting 
at Williamsburg, Va., 
Oct. 27-31 Announced 


The annual meeting of Life Insurance 
Advertisers Assn. at Williamsburg, Va., 
Oct. 27-31 is expected to be one of the 
largest ever held as the association now 
has more than 400 members from over 
200 companies in the United States and 


Canada. 

General Chairman David W. Tibbott, 
New England Mutual, has lined up a 
notable panel of speakers. Claris Adams, 
president Ohio State Life, will speak 
Oct. 29 on “An Opportunity and a 
Challenge,” followed by Grafton B. 
Perkins, New England advertising con- 
sultant, with “An Old Soap Man Looks 
at Life Insurance Advertising.” 

In this year’s forum on advertising 
media, magazines will be han- 
dled by John M. K. Abbott, New York 
Life; newspapers by Edward F. Baum- 
er, Prudential; radio by H. A. Rich- 
mond, Metropolitan Life, and outdoor 
by William <A. Neville, Great-West 
Life. Robert B. Taylor, Jefferson Stan- 
dard, will preside at the opening lunch 
as L.A.A. president, and a welcome 
will be given by Edward Henley, presi- 
dent Life of Virginia. 


Pitch Curve To Ladies 


H. Dixon Trueblood, Occidental of 
California, will preside the first after- 
noon, which will open with “Pitching a 
Curve to the Ladies,” by Bernice Fitz- 
Gibbon, advertising and publicity di- 
rector of Gimbel’s, “Let’s Not be Kind 
to Copy” will introduce John Earl 
Davis, editor of Shell Progress. Presi- 
dent Taylor will present his annual re- 
pert and officers will be elected follow- 
ing announcement of awards for the 
16 classes of exhibits. Edmund Hard- 
ing, after-dinner speaker, will appear at 
the banquet. 

Tuesday’s business will be confined 
to the morning, with Charles R. Corco- 
ran, Equitable Society presiding. “Help- 
ing the Agent Sell,” will be the topic 
of Charles J. Zimmerman, managing 
director & Life Insurance Agency Man- 
agement Assn. Albert R. Jaqua, di- 
rector of the Southern Methodist course, 
will ask and answer the question, “Ever 
Read a Sears Roebuck Catalog?”’. Ro- 
bert Gunning, Columbus research con- 
sultant, will ask his audience to choose 
between “Words for Actuaries or Public 
School Alumni?”. H. G. Kenagy, Mu- 
tual Benefit, will guide a panel on pub- 
lic relations composed of Donald F. 
Barnes, Institute of Life Insurance; D. 
Theodore Kelly, Manhattan Life; Jack 
R. Morris, Business Men’s Assurance, 
and Al B. Richardson, Life of Georgia. 

John L. Briggs, Southland Life, will 
preside at the final business session 
Wednesday morning, when Edward W. 
Barrett, Assistant Secretary of State, 
will talk on “Telling America’s Story to 
the World”. “John Fisher Reports” 
will present Canada’s ace radio com- 
mentator. “Looking at the World Pic- 
ture” will be presented by Philip L. 
Graham, publisher Washington Post. 

One of the highlights of the meeting 
is the large display of exhibits, arranged 
by a committee headed by Frederick 
J. Kiefner, Provident Mutual Life. 
These cover 16 classifications, and each 
company may put one entry in three 
classes. Companies fall into three 
groups, according to size. The degree 
of competition is indicated by more 
than 200 entries this year. The 16 


classes of exhibits are: Material to mo- 
tivate agents; sales aids; prestige and 
good-will builders; recruiting material; 
direct mail; wall calendars; greeting 
cards; annual reports, booklets, premium 
notice enclosures; policyholder material; 
brokerage material; company maga- 
zines or newspapers for agents; em- 
ploye relations; national magazine ad- 
vertising; newspaper advertising; insur- 
ance journal advertising, and public 
relations. 

Except for the agents and general 
agents classifications, which will be han- 
dled by life insurance men, the judges 
are for the most part advertising agency 
men and experts on typography. 


Zone 5 Officials Have 
Their Day at Okla. City 


The zone 5 commissioners had their 
day at Oklahoma City last week with all 
present except Kavanaugh of Colorado 
and Casualty Commissioner Gibbs of 
Texas. Graves of Arkansas, the chair- 
man, was in charge. 

At the opening luncheon Joe D. Morse, 
president of Home State Life, presided, 
Homer Jamison, manager of Oklahoma 
Assn. of Life Underwriters and veteran 
former general agent, gave the invoca- 
tion. Commissioner Dickey of Oklahoma 
introduced the commissioners and 
Frank Sullivan of Kansas, N.A.I.C. presi- 
dent, spoke on cooperation. 


Johnson Visits Northwestern 


MILWAUKEE—Holgar J. Johnson, 
president Institute of Life Insurance, 
spoke on the aims and operations of the 
institute at group meetings of the home 
office staff of Northwestern Mutual Life. 
Life managers and general agents of 
other companies operating in Milwaukee 
were invited guests to meet and hear 
Mr. Johnson. During the afternoon, he 
was a guest of the trustees of North- 
western Mutual and addressed their 
quarterly meeting. 


BEHIND THE REPORT 





Here Is Insight Into the 
Reasoning of WSB Panel 


Concepts of the place and nature of 
employe benefits have shifted rapidly in 
the brief era since such benefits were 
accounted subject to collective bargain- 
ing. Consequently when the six-man 
wage stabilization board panel met to 
deliberate what degree of controls were 
necessary for pensions and group in- 
surance, it was faced with a job of 
establishing a sailing route on an un- 
charted sea. The reasoning behind the 
recommendations of the majority of the 
panel and the discussions which took 
place during the meetings which led to 
the preparation of the report are of 
interest and significance. They reflect 
the outlook of leaders of thought—from 
labor, government, and the academic 
world and, to a lesser extent, from the 
insurance business and industry. The 
flavor of the majority report was largely 
determined by the labor, government 
and academic point of views, but this 
lends them special interest for insurance 
men who are apt to be unacquainted 
with philosophies developed in these sec- 
tors. Some of the thinking of the panel 
members in these categories does co- 
incide with the thinking prominent 
among employe benefit specialists in the 
insurance field. 

Tue NATIONAL UNDERWRITER has been 
provided an insight into the rationale of 
the majority of the panel through an un- 
impeachable source. None of the fol- 
lowing discussions are taken verbatim 
from deliberations of the panel as in- 
cluded in the majority report, but the 
general sense of these deliberations is 
reserved in them: 

The majority of the panel recom- 
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PRODUCERS ARE ALWAYS 
IN DEMAND! 


Production is the criterion of a nation’s greatness. It is 


also the measure of an individual’s success. 


Greater production was the factor that won World Wars 
I and II. It will be the deciding factor in any future 


war. 


America is the richest and most powerful nation in the 
world today because it has the “know-how” to outproduce 


every other nation. 
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mended that the board not require prigr 
approval for the establishment or amen¢. 
ment of a pension plan the provision 9 
which does not exceed the limits of ag. 
cepted industrial practice as evidenced 
by precedents established by a plan ap. 
proved by the bureau of internal reveny 
as a qualified plan under section 165 (a) 
of the internal revenue code and cover. 
ing a substantial number of employes jin 
a major industry. This freedom was 
offered with the proviso that no such 
plan or amendment would permit the 
payment of any immediate benefits jp 
the form of cash or loan value prior to 
an employe’s death, permanent or tot 
disability or attainment of age 65, excep} 
that payments might be made upon re. 
tirement for age prior to 65 on the basis 
of an actuarial reduction. 


Basic Pension Recommendation 


This was the basic recommendation 
with respect to pension stabilization 
policy. 

In discussing this point in its delibera- 
tions, the majority panel concluded that 
within the framework of this recom 
mended policy it was intended that the 
board would establish pension limits for 
administrative purposes in terms of plans 
already existing after examination of 
some of the significant examples of pre 
vailing industrial practices. This would 
mean that as far as monthly benefits 
are concerned, the limits would be ex 
pressed in terms of benefit formule 
with and without the social security of 
set or would be expressed as a percent: 
age of earnings. This would be a defini. 
tion of the term “accepted industria 
practice” at the level of existing plans 
and major settlements in large indus 
tries. It was expected that the board 
would modify these established limits 
from time to time to incorporate varia 
tions. t. 

In this connection, the panel majority 
took into account that the major non 
contributory pension programs do not 
provide for vesting of deferred pension 
benefits. Still it was agreed that such 
vesting provisions are desirable. Al 
though under the recommendations 
the majority, pension plans with vest 
ing provisions require board approval 
it was expected that by case by case de 
terminations in instances in which the 
vesting was provided, the board woull 
be able to incorporate vesting in the 
limits established for the pension pro 
gram at a future date. 

The panel majority came to the beli¢ 
that specific regulations are not neces 
sary to restrict funding, believing tha 
the internal revenue regulations limiting 
tax deduction to 1/10 of the total pas 
service liability was sufficient. Member 
felt that in the present economic situr 
tion the pressure is likely to be towari 
more rapid funding. 


Catch-Up Provisions 
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The majority felt that the policy re 
ommended would permit the removal ¢ 
disparities which now exist and 
catching-up by groups below the pet 
sion level accepted as sound indus 
practice. It was believed that this woul 
not permit unwarranted expansion ¢ 
pension programs because the limit # 
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established at the line of sound indu 
trial practice and below this dividin 
line the policy would permit free 
lective bargaining and the operation 
market forces. : 

Of special interest is the philosophy 
behind the virtual complete free 
from control recommended for h 
and welfare programs. The public 
labor members of the panel belier 


factors in these programs whic 
nate necessity for adopting ar 
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Quality Control 
for Clerical Work 
Pays Big Return 


But Aims Must Be 

Sold to Staff, Says 

Prudential Expert 

Quality control programs applied to 
cderical operations promote efficiency 
and cut down errors, resulting in a re- 


turn of from $2 to $3 for every dollar 
spent, but enlightened human relations 
are necessary to promote the program 
in advance of its installation, said B. 
B. Murdock, senior administrative as- 
sistant in the ordinary policy depart- 
ment of Prudential said at a personnel 
conference of American Management 
Assn. in New York City. 

The program should be sold to the 
clerical staff, the section head, and to 
management, he explained, so that these 
people thoroughly understand the basic 
aims of the. program and participate in 
it to the fullest possible extent. Only 
with their complete cooperation can the 
program realize its full potential, he 
said. 


Reviewing Work Patterns 


He discussed how work patterns in 
diferent departments of the company 
can be reviewed using clerks from the 
section whose work is being studied. 
Some unit of work is chosen at random 
for analysis. About 10%. of the work 
load is reviewed. Later this percentage 
is gradually increased, depending upon 
results. 

Where errors are found they are re- 
ferred to the section head. This enables 
him to discuss the details with the clerk 
who made the error, or to commend a 
derk who has done unusually good 
work, 

Results are tabulated weekly, anal- 
yzed, and then compared with previous 
weeks, Subsequently a monthly analysis 
is prepared comparing the actual mone- 
tary cost of the program with the de- 
monstrable gain. This asists in deter- 
mining when to cut back a program. 


Decrease in Errors 


Mr. Murdock said that in every in- 
stance the quality of the work has im- 
proved. In most cases the percentage 
of errors has decreased anywhere from 
50% to 90%. 

The quality control program thus far 
has been applied to various clerical op- 
erations including correspondence, cal- 
culating, filing, key-punch work, trans- 
cribing and posting work, and, shortly 
it will include typing. 

There are heavy costs in a quality 
control program, he said. The original 
installation cost is the largest because 


thpof the planning required before a pro- 


gtam can be put into effect. In ad- 
dition there are the continuing costs of 
the clerical reviewers and of the qual- 
ity control staff in tabulating and anal- 
yaing the results. Measured against those 











costs are many gains obtained from im- 
proved accuracy in addition to the many 
itangible gains. Generally, monetary 
gains have eventually more than com- 


pensated for the cost of every program 
started, 
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took six months before it showed a net 
gain. At the end of a year it has been 
showing a return of from $2 to $3 for 


very $1 spent on a particular program. 


Minn. Federation 
Holds Big Banquet 


Herman Damman, who operates a 
farmers mutual property insurance com- 
pany at Norwood, was elected presi- 
dent of Insurance Federation of Minne- 
sota at the annual banquet gathering at 
St. Paul Tuesday. He succeeds C. W. 
Hall, president of Northwestern Fire & 
Marine, who served two terms. 

The banquet was in company with the 
zone 4 gathering of National Assn. of 
Insurance Commissioners and hence was 
unusually well attended. 

Secretary is George W. Wells, Jr., 
who is vice-president of Northwestern 
National Life, and the vice-presidents 
are Paul Clement, Minnesota Commer- 
cial Men’s; John W. Fischbach, Minne- 
sota Mutual Life; Henry Guthunz, An- 
chor Casualty; James E. Kidd, Mutual 
Implement and Hardware; L. D. Eng- 
berg, St. Paul local agent, and Tom W. 
von Kuster, David C. Bell Investment 
Co., Minneapolis. 

The banquet was in the nature of a 
salute to A. Herbert Nelson, Minne- 
sota commissioner, and his predecessor 
Armand Harris, who is now manager 
of the rates and forms department of 
St. Paul F. & M. Sean O’Flaherty, 
humorist, was the speaker. Henry Moser 
and Chase Smith, Chicago insurance at- 
torneys, put on a much-appreciated skit. 





Commissioners of Zone 3 
Study Credit Life Problems 


One of the chief topics of discussion 
at the zone 3 meeting of insurance 
commissioners was the tremendous in- 
crease in the popularity of “credit” life 
insurance. Concern was expressed over 
the lack of uniform regulations on this 
type of coverage, and a committee was 
appointed to study the matter and re- 
port findings at the N.A.I.C. executive 
committee meeting in December. 


Schwemm Outlines 
Latest “Money Wind” 


Today’s “money wind,” according to 
Earl M. Schwemm, Chicago manager 
of Great West Life, points to the area 
of female insurance. In a talk given 
at a general meeting of Mutual Trust 
managers at Chicago, Mr. Schwemm 
outlined this latest angle from his 
agency. 

He pointed up the fact that women 
make up one-third of the country’s 
labor force, and that the 1948 estate 
tax law affects the surviving spouse. 
“The impact of this law is only be- 
ginning,” he said. “It’s a money wind 
that may soon be a gale.” 

Mr. Schwemm did not confine his 
talk to market analysis. He stressed 
the realization that agencies are ‘only 
as effective as their managers. The per- 
ceiving manager examines his own di- 
rective ability, gives his agents ample 
opportunity to talk to each other and 
makes social contact with his own staff. 





Urges Keystone Advertisers 
to Employ Local Papers 


PHILADELPHIA — Insurance ad- 
vertising directors were urged to use 
local newspapers for spot advertise- 
ments for greater local coverage, rather 
than national consumer magazines, by 
Bruce Robinson, sales promotion direc- 
tor of American Newspapers Publish- 
ers Assn., at a meeting of the Keystone 
group of Life Insurance Advertisers 
Assn. 

Mr. Robinson added that national 
magazines do not provide a concentra- 
tion of circulation in any given area, 
and frequently their circulation is 
wasted in areas where a company does 
not want coverage. He also stated that 
companies have not been direct enough 
in their advertising approach. 
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Neighborhood 


Even when life insurance was very young it was 
realized that a case history provided strong motivation 
for use in a sale. It still does. 


Henry M. Faser, Jr., C.L.U., our General Agent at 
Boston, tells us of a claim in the case of a policyowner 
insured by Hugh Betts and Yale Goldman of his office. 


The beneficiary, a widow, when making the claim 


“Among other things I have to find a place to live by 
the middle of the month and knowing what my income 
will be will help determine how good a neighborhood I 


Mr. Faser says: “The widow and children are now 
living in a house she just bought for cash and they have 
sufficient income for their needs. One of our strongest 
closes is to remind a prospect that he would like to have 
his children live in the same neighborhood and associate 
with the same people that they do while he is living. 
This letter from a beneficiary proves that it is a very 
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Lone 4 Meeting 
Shows Result 
of Close Planning 


St. Paul Sessions 
are Run Off in 
Expeditious Fashions 


The zone 4 commissioners gathered 
Monday and Tuesday at St. Paul for a 
meeting that Day of Illinois, the chair- 
man, had strived to set up as an ex- 
ample. He had seen traces of aimless- 
ness and listlessness in some of the zone 
meetings and he was determined to put 
form and substance in the St. Paul ses- 
sions, and the meeting showed the re- 
sults of intelligent planning. It was a 
businesslike show and the program held 
the crowd to the meeting room through- 
out. 

Commissioners present were Day of 
Illinois, the chairman; Viehmann, Indi- 
ana; Navarre, Michigan; Jensen, North 
Dakota; Nelson, Minnesota. Fischer of 
Iowa was missing and was represented 
by Sam Orebaugh. 

For the small, intrepid group that has 
been christened “zone crawlers” St. Paul 
was the end of an exhausting trail. 
From zone 3 at Chattanooga Tuesday 
and Wednesday of last week the Crawl- 
ers hit Oklahoma City for zone 5 Thurs- 
day and Friday and then came up hag- 
gard at zone 4 Monday. 

Automobile Problem 

Most worthwhile and engaging al- 
beit funereal was the panel running 
throughout most of the first day on 
various phases of the ghastly automobile 
insurance problem. One thing became 
apparent there and that is that the state 
supervisory officials are thoroughly 
aware of the severe maladjustment in 
the auto insurance economy but that it 
is not enough to convince the commis- 
sioners. The consciousness of the public 
has to be penetrated and buyer accept- 
ance won. 

Commissioner Navarre of Michigan 
led off with an account of the institute 
that was conducted for the elevation of 
the members of his department. He was 
most enthusiastic on the accomplish- 
ments. The department personnel, ques- 
tionnaired afterward on an anonymous 
basis, overwhelming called the innova- 
tion excellent, said they gained a greater 
appreciation of the function of the de- 
partment, were inspired to step up their 
efficiency, thought the morale of the em- 
ployes was improved. 

Mr. Navarre counseled the individual 
commissioner to put the finger or re- 
sponsibility on subordinates. To do this 
it is important to avoid scaring a man 
with scolding when his judgment falters; 
rather to bestow applause on forthright 
thought. 


Dineen Banquet Speaker 


Robert E. Dineen, vice-president of 
Northwestern Mutual Life, the dinner 
speaker Monday said insurance depart- 
ments like insurance companies must be 
always mindful that the public, by its 
‘buying preferences, will indicate its ac- 
ceptance or rejection of an insurance 
contract, a service, or a price. 

It is important not to confuse pres- 
ent with long range consumer accep- 
tance. The important question is: Is our 
arithmetic right? Is present consumer 
acceptance of our price structure an in- 
fallible guide or may it be a mirage? 

In New York State, in 1918, there 
was an apparent consumer acceptance 
of workmen’s compensation rate levels 
and production costs. The stock com- 
panies and their agents were thriving, 

(CONTINUED ON PAGE 22) 
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LESTER E. WEAVER 
San Francisco, Cal. 
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ELMER C. MOORE 
Wichita, Kans. 
National Vice President 





THE 1951 NYLIC CLUBS 


NEW YORK LIFE is proud of its 1,836 agents 
who are members of the 1951 Nylic production clubs. 
members must measure up to high standards in personal 
earnings and the quality of business produced, as well as in 
volume of paid-for production — they must be career life 
underwriters. 

We salute and congratulate the entire membership 
of this year’s Nylic Clubs. 


Club 











REED W. BRINTON, C.L.U. 
Salt Lake City, Utah 


Vice Chairman 
Advisory Board 


HARRY A. McCOLL 
Colorado Springs, Colo. 
Vice Chairman 
Advisory Board 


EDWIN T. GOLDEN, C.L.U. 
San Francisco, Cal. 
Chairman 

Advisory Board 
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HUBERT N. HOFFMAN 





HARRY J. TALMAN 


ROBERT A. DAVIES, C.LU. 


San Francisco, Cal. Worcester, Mass. Washington, D. C. 
Vice Chairman Vice Chairman Vice President 
Advisory Board Southeastern Division 


Advisory Board 


‘ 





JOSEF E. JOSEPHS, C.L.U. 
Charlotte, N. C. 





LOUIS K. SIMS 
Los Angeles, Cal. 
Second Vice President 
Pacific Division 





Second Vice President 
Southeastern Division 


Vice President 
Northeastern Division 









KENNETH C. FITCH 
Wichita, Kans. 
Vice Chairman 
Advisory Board 





LLOYD STEADMAN 
San Gabriel, Cal. 
Vice President 
Pacific Division 








GEORGE J. LUCAS 
Sioux Falls, 8. D. 
Second Vice President 
Western Division 


Ma 


C. H. KILLEN 

San Antonio, Texas 
Vice Chairman 
Advisory Board 





Detroit, Mich 
Vice President 
Central Division 





HOWARD J. RICHARD, C.L.U. 
Boston, Mass. 

Second Vice President 
Northeastern Division 












EDWARD J. MINTZ, CL.U, 
Salinas, Cal. 

Vice Chairman 
Advisory Board 


BEN SEKT 

Sioux City, Iowa 
Vice President 
Western Division 


RUDOLF L. LEITMAN 
Detroit, Mich. 
Second Vice President 
Central Division 
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E. L. LEONARD 
Winston-Salem, N. C. 


LOUIS F. CALLEY 
Charleston, W. Va. 





IRVING WOOL 
Boston, Mass. 





KEITH G. WILDES 
Juneau, Alaska 





JOSEPH J. HAVEY 
Newark, N. J. 





KENNETH L. VAN LEUVEN 
Spokane, Wash. 





GEORGE E. BIVINS 
Nashville, Tenn. 











es. “f 
NORMAN WARREN, C.L.U. 
New York, N Y. 


FRANK P. CRUM 
Detroit, Mich. 





te 
B. H. FRANCE 
Spartanburg, S. C. 








HARRY S. PERIL 
Shamokin, Pa. 





S. M. SELEKMAN 
Pittsburgh, Pa. 


EUGENE KENDALL 


Norman, Okla. 


EDWIN H. MILLER, C.L.U. 
Chicago, U1. 














ROBERT L. WEBSTER 
Ithaca, N. Y. 





Be, 
MAX WEISS 
New York, N. Y. 





JOSEPH L. SHALLOW 
Philadelphia, Pa. 











HARRY MAYBROOK 
Chieago, Tl. 





CLARENCE I. QUILLING 
Dayton, Ohlo 


ALFRED W. PARRY 
New York, N. Y. 


BEN FELDMAN, C.L.U. 
East Liverpool, Ohio 





E. ROY VAN LEUVEN 
Spokane, Wash. 





JOHN BOTTOMLEY 
Boston, Mass. 


| 






JOSEPH H. DEARIE 
New Orleans, La. 


— 


JAMES T. MeCREARY 
San Francisco, Cal. 








ROBERT C. HOLLAND, C.L.U. 
New York, N. Y. 





HAROLD G. LARSEN 
San Francisco, Cal. 









ae 
JERRY POWERS 
Kansas City, Mo. 


WILLIAM V. LURIE 
Brooklyn, N. Y 


VIC VYBIRAL 
New Orleans, La. 
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N.A.I.C. Group Makes Progress 


on Valuation of Securities 


NEW YORK — Substantial progress 
toward the adoption of new methods of 


valuation of securities held by life com-- 


panies was made at the October meet- 
ing of the subcommittee on valuation 
of securities of National Assn. of In- 
surance Commissioners. 

Commissioners and company spokes- 
men seemed to be much closer on prin- 
ciples to be followed than they have 
been in the past. There is, however, a 
sizable area of difference on some of 
the technical applications of the new 
valuation methods which will have to 
be ironed out at future meetings. It 
doesn’t seem likely that any of the new 
proposals will apply to 1951 business. 

There seemed to be general opinion 
that the securities of the life business 
should be valued on a going concern 
basis and a tendency to get away from 
looking at securities in terms of what 
they will produce in the event of liquida- 
tion, perhaps under most extreme cir- 
cumstances, which, based on studies of 
past economic history, just won’t come 
about. 


Change Stand on Preferreds 


The outstanding development at the 
meeting was the indication by the com- 
mittee on valuation of assets of Amer- 
ican Life Convention and Life Insur- 
ance Assn. of America, headed by F. W. 
Hubbell, president of Equitable of Iowa, 


that it is dropping its suggestion that 
preferred stocks be valued on an amor- 
tized basis. Instead it now favors the 
alternate method of valuation, already 
contained in the various proposals it has 
developed in the last few years, in- 
volving a socalled average market value. 

This development arose after Sylvester 
Smith, general counsel of Prudential, 
had agreed with most of the Hubbell 
committee proposal, except for amortiza- 
tion of preferreds. He said the tests 
were not realistic or conservative 
enough, that they should be valued at 
market, and that the reserve set up for 
fluctuation in value should equal the 
difference in market and cost. 

Earlier Mr. Hubbell had reviewed the 
broad objectives of the proposals, and 
the reasons why the business believes 
they are necessary, concluding by urging 
the commissioners to take as prompt 
action as possible. He pointed out that 
economic conditions, though now good, 
may not continue that way, and that 
when they turn sour they may do so 
at a rapid clip. So he urged getting the 
machinery in order now. 

Subsequently there was a _ colloquy 
with Mr. Hubbell and Commissioner 
Allyn of Connecticut, subcommittee 
chairman, as the principal figures. The 
latter requested some information about 
the current method used in Canada for 
valuing preferreds. During the day the 
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Attending the zone 
3 meeting of Na- 
tional Assn. of Insur- 
ance Commissioners 
were, left to right, 
Frederick L. Kinney, 
Georgia insurance 
department; 
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can Life, and E. H. 
Mashburn, Tennessee 
department. The pic- 
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cial representative of 
National Bureau of 
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Canadian method, which is something 
like the alternate proposal, received 
favorable mention on several occasions, 
the intimation being that the commis- 
sioners might be interested in a com- 
bination of the Canadian plan and the 
alternate proposal. 

As the meeting went on, Messrs. 
Hubbell and Smith expressed general 
agreement on the revised approach to 
the preferred valuation problem. 

This led to discussion of common 
stock valuation, on which Mr. Smith 
also had suggested stronger reserve 
positions. Next there was discussion 
of whether there should be a fixed date 
for valuation, such as Dec. 31 each 
year, with the concluding suggestion 
being that this was a “detail” matter 
that could be left to the administration 
of the proposals eventually adopted. 
Bruce E. Shepherd, manager of L.I.A., 
brought out that the proposal avoided 
the matter of developing reserves on 
common because the life companies 
didn’t want to create opposition among 
fire companies to their valuation pro- 
posal. 


No Industry Opposition 


W. A. Forrester, financial vice-presi- 
dent of Hartford Fire, and Bohlinger 
of New York discussed the attitude of 
the fire and casualty companies to the 
proposals. The net of their conversa- 
tion was that the fire companies have 
their own problem. their own method of 
setting up reserves to maintain a liquid 
position, that they were not interested 
in an amortized basis for valuing pre- 
ferreds. and were against the application 
of any life insurance security valuation 
method to them that would deprive them 
of their current freedom to manage 
their portfolios to the best inteersts of 
their business. Beyond that Mr. For- 
rester wouldn’t commit himself. 

Sherwin C. Badger, vice-president of 
New England Mutual, spoke on several 
occasions. Discussing the _ valuation 
methods suggested by the committee’s 
full time staff, headed by L. A. Grif- 
fin, he said the committee staff was try- 
ing to devise a system that would 
operate under the present rules. He 
drew attention to the basic need for 
valuing securities on the new going 
concern basis and said many of the 
current problems are hinged on whether 
the N.A.I.C. takes to this basis or not. 


No Market but “The Market” 


George Conklin, vice-president of 
Guardian Life, said the staff criteria 
would still be based on opinion of mar- 
ket value, and that there is no market 
but “the market” and no one knows 
what that is until it is tested. 

Direct placements also attracted some 
discussion. 

Mr. Griffin cited cases to show that 
there are certain fifth grade securities 
being carried in statements as amortiz- 
able merely because they are not in de- 
fault in payment of principal and in- 
terest, although they may not be amply 
secured, as required. On these poor 
grade bonds, the suggestion eventually 
came up that they be made the subject 
of individual consideration by the staff 
and that a market test for them is 
needed. It was observed again that 
this was one of many detail problems, 
and that it ought to be given special 


attention by the committee staff and 
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Woodson Offers 
Motivating Ideas 
in New York Talk 


NEW YORK — B. N. Woodson, 
managing director of National Assn. of 
Life Underwriters, demonstrated to 
some 400 attending the October dinner 
meeting of the New York City associa- 
tion that he understands the problems 
of the life insurance salesman and also 
how to talk about them. 

He stressed the concept that because 
of the constantly increasing cash values, 
aman is really transferring money from 
one pocket to another when he buys 
life insurance; he doesn’t pay it out. He 
suggested talking up the value of life 
insurance as loan collateral, particularly 
comparing its advantages over common 
stock, which is greatly discounted by 
any lender before he will make an ad- 
vance on it, and that usually at higher 
interest. 

He pointed out the merit of helping 
the prospect to put buying pressure on 
himself, by citing his life insurance needs 
in dynamic terms. For example, tell him 
it doesn’t make any difference whether 
his daughter goes to school at Wellesley 
or Woolworth’s, since she'll get an edu- 
cation at either place. Ask him which 
way he’d prefer. Sit back then and let 
him squirm and stew a bit, making him- 
self miserable, Mr. Woodson counselled. 
Then induce the pressure again as need- 
ed, relaxing where called for. Does a 
man get mad at a doctor when the doc- 
tor discovers he has high blood pres- 
sure? When the prospect develops this 
“need for life insurance pressure,’ tell 
him you can take it off for dollars 
a month, Mr. Woodson urged. 

When the prospect says he’s got 
plenty of life insurance, explain how 
many meals his children will eat until 
they are 21, figured at three squares a 
day for the right number of years. Give 
him a low estimate of 50 cents a meal, 
and quote the result. Often it will 





dwarf the amount of life insurance he ,, 
has and, if it doesn’t, tell him about the ~ 


cost of their clothes, medical bills, 
tuition, etc. 

In placing a substandard case, ask the 
prospect if he’d pay extra for his fire 
insurance if one corner of his house was 
on fire. He’ll say “yes.” Then tell him 
that his health is partly on fire and he’d 
better buy life insurance right away. 





Frank Sullivan Union 
League of Chicago Speaker 


Frank Sullivan of Kansas, who is 
president of National Assn. of Insurance 
Commissioners, will be the speaker at 
a luncheon Nov. 5 of the insurance 
group of Union League Club of Chi- 
cago. This will be the first gathering of 
the season of this group and a large 
attendance is expected. Roy L. Davis of 
Assn. of Casualty & Surety Companies, 
is chairman. Mr. Sullivan the next day 
is on the program at Chicago of Na- 
tional Assn. of Independent Insurers. 


D. C. Court Defines What 
Constitutes Rejected Risk 
WASHINGTON—Judge Quinn of 


District of Columbia municipal court 
has upheld Minnesota Mutual Life in 
a case involving a decision as to what 
constitutes excess or rejected business 
under the. district law. 

Judge Quinn quoted with approval 
Superintendent Jordan’s interpretation 
of the law to the effect that an agent 
must be licensed by a company but 
many place business with another com- 
pany if it is excess or rejected by the 
rst company. Alfred M. Bell, the plain- 
tiff, contended that a group case he 
solicited from Briggs Packing Co, of 
= ashington was excess on the ground 
be New York Life, which at that 
ume Was not in the group business, had 
rejected” it. Hence Mr. Bell arranged 
or Minnesota Mutual to underwrite 





the policy, although he had no license 
from that company. The company accep- 
ted the case, involving some $2,000 pre- 
mium. 

Superintendent Jordan received a 
complaint and cited Mr. Bell to show 
cause why his New York Life license 
should not be revoked or suspended. 
It was ultimately suspended for 10 
days. Last winter Mr. Bell got a license 
from, Minnesota Mutual, which he sued 
for some $1,200 commission on the 
Briggs business but the company re- 
fused to pay. Judge Quinn held that 
the group policy was not excess or 


rejected business because New York 











Ten men 


Life was not writing group. Denying 
the claim for commission, Judge Quinn 
said that if an agent placed business 
with a company that had not licensed 
him, the company could not lawfully 
pay him commission except on genuine- 
ly excess or rejected business. 





Commissions Paid to Widow 


American National, through the T. A. 
Shelnutt agency of McAllen, Tex., is 
paying commissions to the widow of a 
young agent, C. Jack Connor, who died 
recently from bulbar polio, on a case 
still pending at his death. 

Originally the case appeared to have 


who know l 


These ten men are highly successful life insurance 
men. They are all general agents of Pilot Life 
Insurance Company. The long list of honors they 
have won testifies to the sound, productive agencies 
they manage. 


All ten know the superb, help, the priceless value 
of The Pilot's Cooperative Agency Building Plan. 
Through this cooperative plan, The Pilot and the 
building agency work together to achieve soundness 
and success. This teamwork, between Pilot’s home 
office and general agent, pays off. Ask these ten 


men—who know! 


THE TEN MEN: Reading clockwise from bottom left—A. C. STUART, 
Winston-Salem, N. C.; J. W. UNDERWOOD, Fayetteville, N. C.; E. K. 
NEVILLE, Birmingham, Ala.; H. D. WALDROP, Goldsboro, N. C.; D. H. 
BIRD, Charleston, W. Va.;. A. G. DANIEL, Atlanta, Ga.; R. L. FORBES, Jc., 
Puerto Rico; C. R. WEBB, Shelby, N. C.; W. R. PARSONS, Norfolk, Va., ; 
and DICK HARRIS, Jr., Charlotte, N. C. : 





aa 
pel ret rm corm cnn 
| THE PILOT | 


SEE 






four partners seeking four policies of 
$50,000 each, and Connor had agreed to 
work the case with the general agent 


on a 50% basis. After Connor’s death 
Mr. Shelnutt and Connor’s father suc- 
ceeded in writing five policies for $100,- 
000 each. 

Special permission from the home of- 
fice granted Connor’s widow the first 
year commissions plus renewals. 


Urban C. Brown, John Hancock, 
publicity chairman of Emporia, (Kan.) 
Life Underwriters Assn. is working on 
a very restricted basis following a sev- 
ere illness which. had him in a _ hos- 
pital for some time. 
































Dill Lye Pot Company 


O.F. STAFFORD President e PILOT TO PROTECTION SINCE 1903 © Home Office: GREENSBORO, N.C. 
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Ordinary Sales i 
September Slump 
in All Larger Cities 


According to L.I.A.M.A. statistics, the 
eight largest cities all showed a decrease 
in ordinary business this September 
from September, 1950. The percentages 
ran from 7 to 21, New York City the 
least decrease, Los Angeles the most. 
However, for the first nine months of 
this year, every city but Boston and 
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St. Louis showed a gain over the same 
period last year. 

Following are the percentage losses 
and gains for September and for the 
first nine months. Boston, —16 and —1; 
Chicago, —16 and 11; Cleveland, —15 
and 13; Detroit, —12 and 9; Los An- 
geles, —21 and 2; New York City, —7 
and 6; Philadelphia, —14 and 5; St. 
Louis, —20 and 0. 

New Hampshire with 2% was the only 
state to show an increase in September. 
Country-wide sales decreased 11%. For 
the first nine months, New Hampshire 
led with 15% increase, followed by New 
Jersey with 9%. 
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DOWN GOES 
THE DOLLAR 


They point out that back in 


set at five cents. 


contrast between now and 175 





We don’t have to go all the way back to 1776 to discover 
how the dollar has plummeted in value. But many of our 
men find it helps get a story across to the reluctant prospect. 


Rhode Island set these price ceilings: 


Milk to be sold for no more than nine cents a 
gallon; tobacco for five cents a pound; barbers 
can charge only 344c per shave; the carpenters 
can receive 70c per day, and a night’s lodging is 


It starts Mr. Prospect thinking, not just in terms of the 


now and just 10 short years ago. Which, of course, is exactly 
what we wanted him to do in the first place. 





NORTH AMERICAN 


Life and Gasualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
H. P. SKOGLUND, President 


those days a law in effect in 


long years ago, but between 

















qualify on these essentials: 


This is an exceptional opportunity for the 





AGENCY MAN 


for field work with Life Company — emphasis on Accident and Health if you can 


Thorough experience in selling and sales promotion. 
Enjoy meeting people and working with them. 
Free to travel 12 Western states. 


headquarters in a western city with ideal living conditions. Well known and re- 
spected Life company showing solid annual growth. Write, giving full details and 
photo, to Box H-67, The National Underwriter, 175 W. Jackson Blvd., Chicago 4, 
lll. Prompt response is promised, meetings arranged with favorable applications. 


right man, age 30 to 50, to make his 








Travis Wallace 
New Head of Texas 
Life Convention 


Texas Life Convention at a two-day 
meeting at Dallas elected Travis T. 
Wallace, president _ 
of Great American 
Reserve, as its new 
president. He suc- 
ceeds Arthur F. 
Ashford, president 
Western Reserve 


Life. 

S. E. McCreless, 
president American 
Hospital & Life, 
was named _ vice- 
president and K. 
H. Easley, secre- 
tary of Amicable 
Life, Waco. New 
members of the ex- 
ecutive committee are Frank Rawlings, 





T. T. Wallace 


general counsel Century Life, Bert 
Baker, president American General 
Life. 


The associate or junior section will be 
headed this year by Hilton H. Campbell, 
Republic National. Vice-chairman is 
Sam H. Weatherford III, State Re- 
serve Life, now in military service; sec- 
retary, J. Raymond James, Southwest- 
ern Life, and assistant secretary, Fred 
C. Cassel, Jr., Great Southern Life. 

R. R. Davenport, vice-president and 
agency director of Southwestern Life, 
was named chairman of the agency 
section. 

Speakers included Dr. Fred. A. Rep- 
logle, psychological management con- 
sultant; S. J. Hay, president Great Na- 
tional Life; Everett G. Brown, vice- 
president and actuary of Southwestern 
Life; Dr. William R. Spriegel and Dr. 
Henry T. Owen, University of Texas, 
and George B. Butler, chairman Texas 
board of insurance commissioners. 


Oppose Adopting L.I.O. Agreement 


A resolution was adopted that voiced 
opposition to the subsidizing of life in- 
surance as contemplated in a proposed 
agreement of International Labor Or- 
ganization, adjunct of the United Na- 
tions. The action followed a disclosure 
made at the meeting of American Life 
convention at Toronto that the pend- 
ing I.L.O. agreement provides that a 
voluntary system of insurance cannot 
be counted towards compliance with 
certain minimum standards of social 
security unless the insuring company is 
subsidized by the government. Since this 
agreement can be made binding by 
treaty ratification rather than by law, 
the Texas executives have moved into 
the forefront in fighting its adoption. 

The growing problem in the writing 
of life insurance on military personnel 
which now amounts to nearly 4% of 
all life insurance in force in Texas on 
the books of Texas companies, was 
brought out by Mr. Butler. He presented 
newly compiled figures as an additional 
argument in behalf of his program for a 
general redrafting of Texas life insur- 
ance laws, as a basis for restating his 
plans to curb the writing of military 
business, and as a plea: for a larger 
departmental appropriation. 

He said 37 of the 128 life companies 
domiciled in the state write some mili- 
tary personnel business. That type of 
coverage at the end of last year totaled 
$249,467,152 out of an aggregate of 
$6,408,746,716 of life insurance -in force 
in Texas written by Texas companies, 
or 3.89%. It was found that 13 of the 
37 companies write more than 30% 
of their total business annually among 
military personnel, and most of such 
business, Mr. Butler believes, is writ- 
ten without a war clause. 

Mr. Butler restated his four-point 
program, previously proposed to cor- 
rect the situation. 





To Treat Tax Topics 


NEW YORK-—Several items on the 
program of New York University’s in- 


stitute on federal taxation Nov. 7-16 ap 
of interest to the insurance busineg 
Stuart McCarthy, Equitable Society, wi 
participate in a panel discussion of ty 
problems arising out of reorganizatig, 
of a heavy life insurance portfolio. Als 
on that panel are Daniel 
Lawrence Simon agency of Massachy. 
setts Mutual, New York, and Venan J} 
Alessandroni of the Myles, Wormser § 
firm, New York. 
Wormser of the same firm will discus 
what is new in estate planning. 

Henry C. Smith of the New Yop 
law firm of Webster, Sheffield & Horap 
will talk on gift tax in relation to lum 
sum divorce settlements, and Clement] 
Clarke, Jr., of Pepper, Bodine, Stoke 
& Hamilton, Philadelphia, on “Is Pre. 
ent Income .to Measure Future Pay. 
ments for Past Services?” David Bec 
of Newark and Leo A. Diamond of Ne 
York will treat tax problems in liquid 
tion of a corporation and continuatio, 


Koch law 


of the business. 


Pacific Mutual Building 
Made Sound Stage for Cheg 


When Los Angeles Community Chest 
leaders visioned the need to utilize tele 
vision and radio facilities to help bring 
their opening broadside into all home 
within the city’s 855-square-mile area, 
they found a willing cooperator in P, 


cific Mutual Life. 


Chest plans called for presentation o 
show, 
Hollywood stars, to be staged on the 
partly completed roof of the huge under. 
ground garage being constructed under 
Pershing square in downtown Los An. 
geles. Pacific Mutual’s home office build- 
fronting directly on the square 


a typical camp 


ing, 


offered useful camera angles. 
the afternoon preceding the chest show 
employes on its second and third fleor 
doubled up on desk space to make way 
for installation of power lines, lights, 
press and television cameras and sound 
recorders. Throughout the evening the 
chest’s technicians used the _ building's 
vantage points, and to signal the actual 
start of the chest campaign, Charlie 
Edgar 
emerged in his famed Stanley Steamer 
from the Pacific Mutual building garage. 


McCarthy 





Wheeler Appointed to 
American College Position 


The American College has appointed 
Walter B. Wheeler director of field 
services on the college staff. He grad 
uated from the University of Georgia 
school of commerce in 1937. After war 
service he joined Equitable Society in 
1946 as agent at Rome, Ga. 
he has been an agent of Northwestern 
Mutual at Rome and Macon, Ga. He 
has been active in the development o 
agent education and training programs, 
and has served as chairman of the edw- 
cation committee of his life underwriters 
He has been an L.U.T.C 
teacher for two years and will assist 0 
developing C.L.U. study groups and 


association. 


other field activities. 
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Director of Sales 


other wo: 





Joseph B. Treusch has gone with Na 
f Fe 


tional A. & H. o 
Philadelphia as di- 
rector of sales. Mr. 
Treusch has been 
manager of ad- 
vertising and pub- 
lic relations for 
United States 
Life since 1943, in 
charge of the 
sales promotion 
program. Prior to 
this he was with 
Equitable Society 
in the agency, ad- 
vertising and edu- 
cational de- 


partments. He has long been a prince 
factor in Life Advertisers Assn. 





It woul 
to requir¢ 
| they wou 

{ appreciab| 
| ial exam 
} IS going u 

$8? or mo 

simpler 
, doubling 
ipal ‘4 25% on 
1d { No ot! 





J. B. Treuseh 








er 26, Igy} October 26, 1951 LIFE INSURANCE EDITION 9 


——————> 


Lae Problems of Over-Age and or Ohio, where state insurance laws John Daley Heads Il. 


ociety, a Life insurance is provided for all full- Liquidation Bureau 


ion of ta A & H t 7, 5 M ‘ time agency ceplores. beg se ap ap- Tah M.. Wategretbes?. tech’ Yeplintid 
rganizati [ J roximates the individual’s annual earn- ohn M. Daley has en appoin 
folio. ‘Aly g r p a one eeting ings. It is subject to a maximum of deputy in charge of the liquidation bu- 
Auslander E a BE vege . $10,000. In addition there is an equal reau of the Illinois department. For 
Massachy Problems of issuing A. & H. and principles should be used with older amount of accidental death and dis- the past three years he has been in the 
l Venan ] hospitalization policies to over-age per- people than are used with any other memberment protection. Cook County state’s ‘ attorney’s Office. 
Vormser gf S088 Were taken up by zone 5 commis- policyholders, Mr. Rydman said. The He attended St. Mary’s at Winona and 
sioners of N.A.I-C. at Oklahoma City departments should continue to handle CIO Members Uraed to Line D¢Pat! Jaw school. Since several of 
last peek. sone oS ecm pts pe thane problems on an individual case g the pending liquidations a in- 
; homa department sai at because o asis, he remarked, saying he feels there ir Pru i volve criminal questions, Mr. Daley’s 
ai York the complaints his department has re- is no desirable over-all approach. Mr. Up Their dential Agents background in the state’s attorney’s of- 
| & Horgp ceived there has arisen the question of Rydman said that Director Stone of At least two CIO newspapers are fice should stand him in good stead. 
on to lump whether the effect of the preexisting Nebraska the other day said that since running boxes headed “Calling All CIO 
Clement } cage heap gy pas peer: y bog! —_ a ~ conmrernts on rigger bcos urge gee ape eg 
ne, .p holders 1s e, and thought has A, . have decreased in volume. Dur- to get Prudential agents who call a . 
: 1s Bre been given, he added, to disapproving ing that time, over a five-year period, their homes to sign the election author- Former Union Mutual Agent 
any policy form containing that pro- the volume of the business has more ization form that. is part of the box. Forfeits His Commissions 











. RE 
vill discus; 








iture 5 Bows - ‘ 

avid Bo vision if it is to be issued to over-age than doubled, and Mr. Rydman said that The form authorizes the Insurance and : : : P 

nd of Neyp persons. és is a significant commentary. Allied Workers Organizers Committee Cyril Grein, former Detroit os oa or 

in liquids. Robert H. Rydman, assistant general of the CIO to file a petition in the Union Mutual Life, pleaded guilty last 
counsel of H. & A. Underwriters Con- agent’s behalf with the NLRB request- week to embezzling $24,200 from com- 


on tinuation ference, urged that the problem be Covers Advertising Agencies in gthe holding of an election to cer- pany funds. But instead of going to 
treated On a per case basis, contending Prudential is underwriting a group tify the committee as the appropriate jail, Recorder’s Judge W. McKay Skill- 
that_ complaints received by the com- plan for employes of members of the collective bargaining agency for Pru- man directed that Grein’s renewal com- 
ig missioners represent an extremely small American Assn. of Advertising Agencies. dential agents. missions for the next five years go to 
fraction of the total business on over-age This is said to be one of the first such the company. The commissions total 

or Chez persons. The bulk of the business is nation-wide plans in the agency busi- Charles E. Dixon, Jr., has been ap- $21,200. Grein must make up the re- 
nity Chu being handled satisfactorily, he said. ness and one of the few in the adver- pointed staff manager of Durham Life maining $3,000. wre pen? that he — 
itilize tel) Difficulties in Over-Age Business os industry. ib me : open to any at Winnsboro, S. C. He has been with the money Rage gy: age sien er 
help bring lifficulties j ini of the 255 members of the association the company for _five years and has entertainment which pan) 

Il h There are difficulties in writing Over- except those with main offices in Texas made the president's club each year. fused to pay. 

alt, lOmes = age persons, Mr. Austin said. They arise 
‘mile are,§ chiefly because of the physical hazard 
tor in Pa involved, and he mentioned, for ex- 
. .fPample, that the reactions of over-age 
entation ff persons are slow, they are more pre- 
rlete with disposed to accidents, they have de- 
ed on the generative diseases characteristic of old 
uge under- age, recuperative powers are slow, and 
cted unde} there is a greater incidence of conditions 
n_ Los At-f which had origin prior to the issuance 
fice build: F of the policy. There also exists a hazard 
le square} in that there is a tendency of selection 
s. So om against the company due to insurance 
chest show | consciousness of older persons. 
hird floos} Mr, Austin submitted four recom- . 
make wa | mendations for the companies writing I 
es, lights | this business. He commented that the ! 
and sound} solution can be on a company level, on / 
ee the a departmental level, or 4 the industry / 

uildings | and the commissioners working together. 
the actual] For companies he suggested a medical THIS WE BELIEVED K 
n, Charlie} examination of applicants; the require- 

Bergen) | ment of a special application form fur- 
y Steamer} nishing more detailed medical history; 
ng garage f educational program for agents writing 
over-age persons, and a more stringent 
underwriting policy. 











(and in 1951 Still Do) - 











| 
' 
° For the departments he suggested a | 7 
sition tuling providing disapproval of any pol- | Ke 
icy form designed for over-age persons 
appoae if it, contains a pre-existing condition | Statement ‘We believe that a fire and casualty 
rovision. | 
; aA pes) ; Gis, Austin said there is a definite | Continental agency to be well balanced should write life 
yf Georgia | need for something to be done in order | Assurance __ insurance and, in many instances, have 
= ig > gr illo ananmaa treatment of over- | / Company a full fledged life department working in 
Society { s. | 
Since ere | ff published in 1929: cooperation with other departments.” 
rthwestern } Rydman Gives Company Figures 7 
, Ga Hey yy Rydman gave figures from com- / we die ven ge 
opment of | panies he has el on this problem, / Our belief in that principle is firm and 
programs, } and said that one Oklahoma company / Ordinary unchanged. Continental Assurance 
f the edu- received 11% of its premiums from per- ! has accumulated a rich store of experience 
derwrites | sons over 65, but this business represents I Group ee : ® 
L.U.TC | 18% of total claims paid. This indicates 1 in this connection . . . a value-plus in 
I assist") a premium adjustment might be in order. \ pe know how...which accounts for our 
oups and} A Chicago company has indicated that \ . unique ability to make life insurance 
its loss ratio on over-age risks runs Permanent A : 
approximately 15% above the average. In \ a major asset to fire and casualty agencies. 
other words, the companies are paying \ 
to these policyholders a larger percent- \ 4 
age of premium dollars received. % cere 
Mr. Rydman noted that A. & H. s. i 
claimants are usually sick people, and ineri sac: Continental 
otten they are emotionally upset. If ‘Meeeciatias ie 
i Policy os not aoe everything Continental Casualty i Assurance Company 
ey expected, they are liable to be more Cainer 4 +h: . 
upset than they would if their health Transportation sides oT Tee | 
was good. He added that there is a Company 


higher frequency of claims in A. & H. 
than in the other insurance lines. These 
factors lead to problem cases. 

It would be unfair, Mr. Rydman said, 
to require physical examinations, since 
“ they would make the cost of insurance 

( @preciably higher. The cost of a phys- 
| a examination today is about $5, and 
) $ going up. Some companies are paying 
$7 or more. On hospitalization of the 








rreuseh Piet varieties, this would mean a 

‘ a ling of ‘first quarterly premium or 
. principal 4 — on the first annual premium. | 
n. { NO other standards for insurance ' — 
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Personal Touch 
in Letters Gets 
Favorable Response 


Every letter a company sends out 
helps create a personality for it in the 
mind of the reader and, consequently, 
it is important where possible to give a 
letter a warm, personal, human touch to 
persuade the reader that he has a letter 
from the kind of company that he likes 
or would like to do business with, Ker- 
mit Rolland of the public relations de- 
partment of New York Life told a per- 
sonnel conference of American Manage- 
ment Assn. at New York. 

Letters must not only transmit the 
information in a clear, concise manner, 
he stated. They should also create this 
favorable impression in the mind of 
the reader. To help achieve that aim, 
the company encourages its corre- 
spondents to inject some of their in- 
dividual personality into the letters they 
write. This gives company letters a 
personality which could not be done 
even with a detailed set of rules and 
practices for correspondents to follow. 


Letters Can Lose Business 


He said it is difficult to measure the 
amount of business attained through 
effective letters but that it is frequently 
possible to attribute loss of business to 
poor letters. 

Mr. Rolland outlined New York 
Life’s effective letters program which 
includes a voluntary training program 
for correspondents with an individual- 
istic touch. The program avoids dog- 
matic, school-like principles and uses 
a friendly seminar, everyone-help-each 
other approach. 

The company regards the letters that 
its personnel write as important public 
relations contacts. There are estimates 
that the company spends nearly $1 to 
produce an individually dictated letter 
and, since New York Life sends out 
well over half a million letters a year, 
it believes that its correspondence de- 
serves special attention. It usually takes 
a correspondent more time at first to 
write the way he is encouraged to 


write and his production lags. But it 
soon picks up and as the writer gains 
confidence, Mr. Rolland said, he puts 
his new ideas to work. Within a little 
more than a month he is writing more 
letters than he ever did, and they are 
better letters. The correspondent writes 
them with greater enjoyment and his 
letters have more life in them. 


200-Year-Old Company 
Starts First Building 


The cornerstone of a new building 
was laid last week for a 200-year-old 
Presbyterian Minister’s Fund for Life 
Insurance, now open to all protestant 
ministers. It is the organization’s first 
building. 

Rev Francis Alison and others or- 
ganized the fund in 1759 to launch what 
is believed to be the oldest life com- 
pany in America. 


New Insurer's Officers 


William Conley, former actuary of 
the Michigan department, has been 
made assistant manager and actuary of 
the newly formed Farm Bureau Life of 
Michigan and Nile Vermilion is man- 
ager and assistant secretary-secretary. 
Other officers are Russell Hazel, Rich- 
land, president; Martin Garn, Charlotte, 
vice-president; Clark L. Brody, who is 
secretary of the Michigan Farm Bureau, 
executive secretary-treasurer; and J. F. 
Yaeger, assistant executive secretary- 
treasurer. 


No Life Insurance Bargains 


A. R. Jaqua, director of the Southern 
Methodist course, speaking to 600 
women at the women’s finance forum 
sponsored by Second National Bank of 
Houston, declared that there are no bar- 
gains in life insurance; that people get 
exactly what they pay for. He said: “It 
does not help you to wait to buy life 
insurance. No matter what age you 
start, you will put in about the same 
amount of money at 65 and get back 
the same amount.” 














Piedmont Life has appointed J. Cleve 
_— general agent at Coral Gables, 
a> 


Woll Concerned 
About Size of 
Home Mortgages 


NEW YORK—Concern over the size 
of residential mortgage loans based on 
highly inflatéd values was expressed by 
Matthew Woll, president of Union Labor 
Life and vice-president of the American 
Federation of Labor, at a meeting of 
the greater New York chapter of the 
Society of Residential Appraisers. 

Mr. Woll said that if the country 
should run into a deflationary period 
in the next few years the average man 
might well find himself burdened with 
payments far beyond his means and 
stand the risk of losing what he has 
invested. Inflation is usually followed 
by deflation and the latter are always 
bitter periods for the wage earner, he 


said. 

Mr. Woll pointed out that federal 
housing administration mortgage insur- 
ance protects the mortgage lender but 
not the home buyer and that hence 
“home ownership for many families that 
call themselves home owners today is 
an illusion rather than a reality.” 


Means Cash Depletion 


Purchasing a home at today’s price 
in most instances means depletion or 
near depletion of cash accumulations 
and assuming the obligation of mortgage 
payments for a period of 20 to 30 years, 
he observed. Because of the currently 
high prices, the amount of the mortgage 
is usually large, requiring monthly ex- 
penditures for interest, amortization, 
taxes and other expenses. 

Mr. Woll pointed out that in every 
building boom the quality of the mort- 
gage structure as a whole is affected 
adversely. Losses are usually heaviest 
from those loans made in the last phases 
of the boom, since they are affected by 
the declining values before there has 
been an opportunity to amortize the 
mortgage obligation to any substantial 
extent. More than half of the mort- 
gages now held have been placed during 
the last five years of high realty prices, 
he noted, saying that if the current rate 
of mortgage lending continues, an even 
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larger portion will be relatively ney 
mortgages by the close of next year, Re 
Mr. Woll didn’t think much of the 
frequently suggested use of realty a Ea 
a hedge against inflation, saying tha 
“one often has grave doubts as to the 
wisdom of such advice with regard to the De 
average man.” . 
‘ vice- 
N. D. Federation Elects basec 
Tollefson as President os 
C. T. Tollefson, manager of the My. death 
tual Benefit H. & A. and United Ben. 3t¢4t 
efit Life, Fargo was elected president 9 age 
Insurance Federation of North Dako has 
at the annual meeting at Minot succeed. of he 
ing Claire Simpson, Fargo, who become ie 
a director. Loyde Thompson, Grangf “S 
Forks, is vice-president, and W. R ate 
Koch, Bismarck, secretary. About 3% Dubli 
agents, company representatives, publi Ohi 
officials and guests were in attendance er he 
Federation membership now exceed; 
500. prove: 
- y 
; 2 about 
Holzman Wins Round cordin 
Alfred Holzman, former Chicago gen. Tuber 
eral agent of Federal Life, has won the 0 
second round in his $228,000 damage suit ms 
against George F. Barrett, formerly Tlf. os ts 
nois attorney general, Barrett’s brothe he * 
Robert, and Sidney Kramer. t ihe 
Mr. Holzman brought suit in federg a . 
court in Chicago charging that Barreyp (VS 
and his two associates had conspired to — 
force him to turn over control of Pry. om 
dence Life of Chicago. Federal Judg TOE 
LaBuy dismissed the suit but the U. § Sag 
seventh court of appeals reversed him Dr D 
and ordered the case tried, saying there th tl 
was a genuine issue as to material facts, = 
The defense’s main contention was that i. 
the action was barred by the statute o holder: 
limitations. pi j 
mee ‘ Ever 
Dr. Higgins in New Post latory 
Dr. Eugene V. Higgins has been ap = * 
pointed assistant medical director of ‘ad di 
North American Reassurance. He ha nt 
been associate medical director of Man the o 
hattan Life since 1948 and before that 
was with United States Life for three 
years. Previously he was in_ private Salor 
practice in Philadelphia for two years, Sidne 
He is a graduate of Jefferson Medical} Hanneg 
School. St. Lot 
the Det 
Training Clinics Planned | bring 
Massachusetts Mutual has scheduledf suecess, 
eight four-day training clinics for get} sas Cit 
eral agents and supervisors. The fits} commit; 
day of the clinic will be devoted toa pick his 
discussion of selection and recruiting} the De 
while the remaining three days setup. | 
cover training procedures. The com resignat 
pany’s new training course will be ™} with the 
troduced during the clinics. now bei 
by ne 
s s an Fra 
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Harold L. Regenstein (left) of the Pe 
ser agency, New York City, receives 
awards from Vincent E. Edmondson, 
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| president of Manhattan Life, at a lun : Metrop 
tendered by General Agent Peyser. its air 
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Report Shows Wage 
Earner Mortality 
Decline Since War 


A report by Dr. Louis I. Dublin, 2nd 
vice-president of Metropolitan Life, 
based upon the experience among 
the company’s industrial policyholders, 
shows that contrary to the tradition of 
death and disease as an aftermath of 
great wars, mortality among the wage 
earner population of the United States 
has decreased materially since the end 
of World War II. 

The adjusted death rate of policyhold- 
ers declined from 529.2 per 100,000 in 
1946 to 463.2 in 1950, according to Dr. 
Dublin who adds that the average life 
span has increased almost three years, 
reaching 68.3 years in 1950. 

The greatest gains in mortality im- 
provement in this period were made at 
the younger ages, with reductions of 
about 1/3 at ages under 25 years, ac- 
cording to the report. 


Tuberculosis Decline 


One of the outstanding features of 
the postwar mortality record, Dr. Dub- 
lin states, is the accelerated decline in 
the death rate from tuberculosis. He 
attributes this gain to a general rise in 
living standards, mass x-ray examina- 
tions, and advances in the medical and 
surgical treatment of tubercular patients. 

Progress made in the control of pneu- 
monia through sulfa drugs and penicillin 
since the end of the war is also noted. 
Dr. Dublin observes that since then, 
with the help of aureomycin and terra- 
mycin, the death rate from pneumonia 
and influenza among industrial policy- 
holders was cut nearly one half be- 
tween 1946 and 1950. 

Even diseases of the heart and circu- 
latory system showed a postwar de- 
cline in mortality, while the other major 
disease of middle and late life, cancer 
and diabetes, decreased slightly among 
females but increased moderately among 
the males, Dr. Dublin notes. 





Salomon Quits as Treasurer 


Sidney Salomon, Jr., of the Salomon, 
Hannegan, Portnoy & ‘Associates agency, 
St. Louis, has resigned as treasurer of 
the Democratic national committee fol- 
lowing a visit to President Truman. He 
said President Truman agreed that the 
successor to William M. Boyle of Kan- 
sas City as chairman of the national 
committee “should have free range to 
pick his own associates” in reorganizing 
the Democratic national headquarters 
setup. Mr. Salomon emphasized that his 
resignation had nothing whatever to do 
with the political influence investigation 
now being conducted by Congress and 
by federal grand juries in St. Louis and 
San Francisco. 


Nat'l of Vt. Top 15 Meet 


National Life of Vermont held a 
meeting of the agents executive council, 
an organization of the company’s 15 top 
agents. An engraved plaque was pre- 
sented to each one of the 15 by Superin- 
tendent of Agencies Karl G. Grimm. 


In Equitable Group Posts 


Equitable Society has appointed Rob- 
ert R. Mahan and W. K. Redhead as- 
sistant divisional director of group an- 
nuities at San Francisco and assistant 
divisional group manager at Seattle, 
Tespectively. 

tr. Mahan joined the company in 
1948 as group service supervisor and 
became group annuities service super- 
visor in 1949. Mr. Redhead joined the 
Sfoup department in 1949 as_ service 
supervisor, 


Test Air Raid Plans 


. Metropolitan Life scheduled a test of 
its air raid emergency plans for its 
15,000 home office employes this week. 
New York City defense officials were to 
€ present as observers. 








RECORDS 


Insurance in force for Kansas City Life 
totaled $878,675,765 as of Sept. 30, an in- 
crease of $15,875,765 since June 30. 

New business for Great-West Life to- 
taling $20,120,000 for September brought 
the quarterly total to over $63 million, 
a company record, and also marked the 
16th consecutive month of new business 
totaling over $20 million. The year-to- 
date total of $225 millions was a $40 mil- 
lion increase in new business over last 
year. . 

Paid volume for Jefferson 
Life for the first nine months was $94,- 
376,576. Insurance in force _ totaled 
$1,020,155,379, a net gain of $52,662,857. 

Pacific Mutual reports substantial 
gains in life and A. & H. applications for 
September as compared with last year. 

Bankers Life of Iowa reports a gain 
of over $12 million in business issued 
and paid for September over the same 
period last year. Group and ordinary 
for the first nine months totaled $149,- 
692,378, as compared with $137,424,123 
for 1950. Insurance in force totaled 
$1,653,527,474, with ordinary accounting 
for $1,299,720,870, and group accounting 
for $353,851,604. 
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For Compulsory Retirement 


A compulsory retirement age, unsat- 
isfactory as it is, is the least objection- 
able available method and is recom- 
mended “even though we know of its 








“Around the world in less than 40 min- 
utes” . . . President Theodore Roosevelt 
sent the first cable around the world on 
July 4, 1903. That same year INTER- 


OCEAN was in the insurance business. 


vital factor in modern business . . . just 
as INTER-OCEAN has become a vital 


factor in the insurance business. Today, 





Members of West 
Coast Life’s senior 
actuarial study group 
received three of the 
six Society of Actu- 
aries fellow ships 
awarded this year in 
the states west of the 
Mississippi. Shown 
above are A. C. Ol- 
shen, vice-president 
and actuary of West 
Coast Life; the three 
fellowship recipients, 


B. N. Coates, Jr., Elsie L. Gough and Stefan Peters; and President Harry J. Stewart. 








patent weaknesses.” That is the sum- 
marized conclusion of an article by 
George E. Johnson, vice-president of 
Teachers I. & A., in a recent issue of 
the Journal of Gerontology. 

He discusses standard objections to 
compulsory retirement under the pen- 
sion plans but says that in spite of these 
obvious shortcomings nearly all public 
and private retirement plans have adop- 
ted a compulsory retirement age as be- 
ing less objectionable then other avail- 
able alternatives He says that compul- 
sory retirement age is often a practical 
norm in the same sense as the mini- 
mum age in the child labor laws, equal 
hourly wages by a corporation in all 


Since then, the cable has become a 


sections of the country, majority rules, 
and tenure. 


N. A. L. & C. 13% Ahead 


North American Life & Casualty had 
a 13% increase in life insurance sales 
for the first eight months. The com- 
pany now has $162 million in force as 
compared with $52 million five years 
ago. 


The H. C. Hunken agency of Con- 
necticut Mutual at Chicago led all com- 
pany agencies in volume sold for Sep- 
tember. September also marked the 20th 
consecutive month in which the agency 
has showed gains. 
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your clients can gain all the advantages 
of INTER-OCEAN’S sound principles and 
modern ideas... when you write INTER- 
OCEAN’S complete line of Life, Health, 


Accident and Hospitalization. 
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A Chance to Advise the Government 


The large number of people engaged 
directly and indirectly in selling and 
underwriting pensions and group insur- 
ance have a strong interest in the cur- 
rent majority report of four members 
of a six-man panel created to advise 
the wage stabilization board to what de- 
gree pensions and group insurance 
should be controlled. This better than 
100-page document, formidable as_ it 
might be expected to be, has been put 
through after weeks of deliberation by 
the panel. Insurance people can’t be 
blamed for their impatience that the re- 
port was not forthcoming sooner, but 
at the same time the insurance business 
will appreciate the enormous complexity 
of the subject and the tremendous diffi- 
culties involved in welding four views 
into a report which had to be technically 
accurate and legally definitive. 

There were many differences of opin- 
ion to be ironed out, but gradually the 
public members of the panel, Wilbur 
Cohen, technical adviser to the social 
security administrator and chairman of 
the panel, and John McConnell, Cornell 
industrial relations professor, found they 
were in general agreement with labor 
members, Carl Huhndorff, research di- 
rector for International Assn. of Ma- 
chinists, and Harry Becker, social se- 
curity director of United Automobile 
Workers. They came to the conclusions 
enunciated in the majority report that, 
with exceptions they have provided for, 
employe benefits do not provide pay- 
ments which compensate for increases in 
the cost of living, they don’t add to the 
purchasing power of workers and to 
inflationary pressures, that such benefits 
are a form of savings, and that the 
A. & H. benefits in particular are self- 
limited by local costs of medical care, 
hospitals, etc. 

On several of these counts, these four 
men lost along the way the two in- 
dustry members: Frederick P. Sloat of 
G. Gilson Terriberry Co., insurance and 
pension consultants, and Clifford P. 
Hawker, vice-president of Armstrong 
Cork Co. The degree of dissent of these 
two members is not known, but will be 
disclosed next week when they will sub- 


mit their minority report to the WSB. 
Generally speaking, it is understood that 
their position is akin to that expressed 
by certain industrial leaders to the effect 
that employe benefits are the same as 
wages and have the same inflationary 
influence. They feel that the unions will 
now push insurance benefits through col- 
lective bargaining to an unwise extent. 

Such an attitude is naturally in sharp 
conflict with the position of the labor 
members who argue that the WSB 
freeze caught their bargaining program 
in mid-stream, while it was only about 
two years old. The union people state 
that many of their members are without 
adequate programs as yet and that there 
is a great unevenness between welfare 
programs. They want the opportunity 
to equalize these programs. 

It can be seen that if many of the 
leaders of industry in the country op- 
pose the majority report of the WSB 
panel, and this appears to be the case, 
there will be strong pressure brought 
to bear on the WSB to reject the 
report and keep most of the wraps on 
insurance and pensions. This will be 
very powerful and very influential oppo- 
sition to the hopes of many insurance 
people. 

It is, of course, up to the individual 
insurance man to decide for himself 
what will be his position in this matter. 
He will be better able to do this when 
the panel minority report is presented 
next week. Whichever way the thinking 
of insurance men inclines them, their 
opinions can bear some weight in what 
may be a close battle over whether bene- 
fits remain at least partially frozen or 
are thawed. The majority recommenda- 
tions are not binding and have to be 
approved by the 18-man wage stabiliza- 
tion board and by the economic stabili- 
zation director. 

It would unquestionably be helpful if 
insurance people, employers and the pub- 
lic communicated their reactions to the 
majority recommendations to the chair- 
man of the wage stabilization board who 
is Nathan P. Feinsinger, Federal Social 
Security building south, Third and “C” 
streets, S. W., Washington 25, D. C. 


Positive Attitude Desirable 


Much is to be gained by taking a 
positive attitude toward one’s task or 
whatever engrosses his mind. Negation 
is usually a weakening process. The 
man who works as if he were to live 
forever and lives as if he were to die 


tomorrow continues to get the fullness 
of all that interests him. Health is 
often regained through this positive at- 
titude. Victory is achieved and prob- 
lems are solved by such constructive 
action. 


William F. Barry, Jr., who becomes 
associate general counsel of the National 
Life & Accident 
Nov. 1, has been 
solicitor general of 
Tennessee for 13 
years. He entered 
the state attorney 
general’s office in 
1926 and served as 
assistant at- 
torney general until 
he was made so- 


licitor general in 
1928. Following 
graduation from 


Cumberland U ni- 
versity in 1921 he 
entered private 
practice at Jackson, Tenn., and in 1923 
and 1925 served in the Tennessee legisla- 
ture, in the latter year as speaker of 
the house. 

J. Peter Nordlund, general counsel 
for Capitol Life, received an honor award 
from Colorado State Medical Society 
for “outstanding service in the field of 
medical and public health legislation.” 

Powell B. McHaney, president Gen- 
eral American Life, and president Uni- 
versity of Missouri board of curators, 
spoke at a meeting of the Columbia, Mo., 
junior chamber of commerce. The 
speech, which has been described by 
press and radio as a “blistering attack 
on politicians within the Missouri Med- 
ical Assn. for spreading false and mis- 
leading information,” was a part of his 
program to locate the proposed Missouri 
medical school at Columbia instead of 
Kansas City. 

Marshall B. Wheeler, Aetna Life, 
Athens, Ga., won the New England pub- 
lic parks tennis championship at Hart- 
ford while attending the company’s 
school there. He also won the Hartford 


W. F. Barry, Jr. 





Lee Takes Over 








Dr. L. H. Lee (left), Pacific Mutual, 
receives congratulations on his election as 
president of the Assn. of Life Insurance 
Medical Directors from Dr. L. S. Ylvi- 
saker, Fidelity Mutual, the retiring presi- 
dent, at the annual meeting in New York 
City. 





insurance league individual champion. 
ship. 

Rex J. Wood, manager Liberty Life, 
Marion, S. C., is a candidate for the leg. 
islature. 

T. Braxton Horsley, general agent 
at Richmond for Life of Virginia, has 
been elected a director of the Richmond 
Chamber of Commerce. 

Helen Virginia Fischer, daughter oj 
Vice-president ‘Chester O. Fischer of 
Massachusetts Mutual, was married to 
Gordon N. Farquhar at Springfield, 
Mass. 

Philip K. Robinson, vice-president of 
Northwestern Mutual Life, has been 
elected chairman of the trustees of the 
Milwaukee County War Memorial Cen. 
ter, which will construct a group of 
buildings on the Lake Michigan front, 

Ralph Willcott, Business Men’s As. 
surance, Chanute, who is 2nd _ vice. 
president of Kansas Assn. of Life Un 
derwriters, was awarded the Silver 
Beaver award of the Boy: Scouts ata 
Boy Scout recognition dinner at Neo- 
desha, Kan. 

Grant Hoener, New York Life, pres- 
ident of Central Kansas Life Under. 
writers Assn., has been named chair- 
man of the Great Bend Community 
Chest fund drive. He attended the re. 
cent Nylic Star Club meeting at Colo- 
rado Springs. 





OBSERVATIONS — 


Another "Section 213" 


Life insurance men have become 50 
used to mention of “Section 213” in their 
trade papers but they ought not become 
excited if they see the term in a head- 
line of their daily newspaper. At least 
not if it appears in the real estate sec- 
tion. There probably won’t be any con- 
nection between it and the expense limit 
for life companies set forth in the 
similarly numbered section of the New 
York insurance law. 

Real estate men are doing a lot of 
talking about “Section 213” but they 
are referring to an addition to the na- 
tional housing act of 1950 called 
“Section 213.” It encourages “non- 
profit” organizations to build coopera- 
tive homes or apartments, mostly for 
middle income families, and then to sell 
them to people who want to purchase 
an apartment as a share of the overall 
project. Sort of a community ownership 
plan. There are a few of these in the 
New York area, mostly garden apart- 
ment developments. 











SBLI Promotion Lags 


There is some introspective comment 
in the September issue of Savings Bank 
Life Insurance News, house organ of 
the Savings Bank Life Insurance Coun- 
cil in Massachusetts, which suggests 
that there is still some internal dissatis- 
faction among the savings banks about 
the promotion job being done by some 
of them to sell savings bank life. 

“Results by inactive agencies demon- 
strate that life insurance won't be 
bought over the counter if promotional 
material is kept under the counter,” 1s 
one of the statements. 

Of interest to life insurance men are 
some excerpts from what the News 
called a “thought provoking editorial 


ase | 








THE 


NATIONAL 


UNDERWRITER 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 





Published by THE NATIONAL UNDERWRITER CO., PUBLICATION OFFICE, 175 W. Jackson Blvd., Chicago 4, Ill, SUBSCRIPTION DEPT., 420 E. Fourth St., Cincinnati 2 Ohio 


EDITORIAL DEPARTMENT: Managing Editor: 
Associate Editor: Levering Cartwright. Assistant Editors: Richard J. Thain, John C, Burridge. 


Robert B. Mitchell. 


Editorial Assistant: Charles C. Clarke. 





ATLANTA 3, GA.—432 Hurt Bldg. Tel. Walnut 


9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 
BOSTON 11, MASS.—210 Lincoln St. Tel. 


Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
WAbash 2-2704. Teletype CG-654. O. E, 
Schwartz, Chicago Mgr. A. J. Wheeler, Resi- 
dent Mgr. R. J. O’Brien, Advertising Mgr. 


CINCINNATI 2, OHIO — 420 E. Fourth St. 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E, Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS — 708 Employers Insur- 
ance Blidg., Tel. Prospect 1127. Alfred E. 
Cadis, Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Ave.. 
Tel. 7-4677, R. J. Chapman, Resident Manager. 
DETROIT 26, MICH. — 413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resi- 
dent Manager. 


News Editor: F. 


BRANCH OFFICES 


A. Post. OFFICERS: 


: Howard J. 
President and Secretary. John Z. Herschede, Treasurer. 
St., Cincinnati 2, Ohio. | 


President. 


Burridge, is H. Martin, Vice 
urridge. Louis hi 


420 E. 


— 





IN KEY CITIES 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg. Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 


Bank Bldg. Tel. Main 5417. Howard J. 
Meyer, Resident Manager. 

NEW YORK 38, N. Y.—99 John St., Room 
1103, Tel. Beekman 3-3958. Editorial Dept.— 
Assistant Editor: Donald J. Reap. 

Business Dept. — Ralph E. Richman, Vice- 


Pres.; J. T. Curtin, Resident Manager. 


Street, 


PHILADELPHIA 9, PA.—123 S. Broad = 


t! 
Room 1127. Tel. Pennypacker 5-3706. E. 
Fredrikson, Resident Manager. 


PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. COurt 1-2494. Jack Verde Stroup, Resi 
dent Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron ae 
Tel. EXbrook 2-3054. F. W. Biand, ofc 
Coast Manager. John E. Caughman, Pac 
Coast Editor. 





Octobe 
in the 
These 
cited 
ties” of 
suggest 
situatio: 
“Firs 
the pro 
ond, th 
ings ba 
sented 
thoroug 
yertisins 
The ] 
the wo 
banker ° 
fight an 
us to O 
through 
and thet 
legislatu 
more le¢ 
ices, wh 
use the 
voted u: 


Supple 


The st 
lishing < 
tion to a 
Aim of 
loans to 
channels 
and loc: 
from th 
their cor 

The c 
1,000 sh: 
share to 
has hope 
about $ 
economy 
similar p 


Sun Li 
Houstc 


Sun L 
Russell I 


years ag 
Minneapo 
later the 


Baltimore 
to St. Pa 
1934 beca 
Haven. | 
duction in 
the Top 
moved to 
soon tran. 
ager and 
New Orle: 
Mr. Po 
at Los / 
the Cana 
appointed 
Angeles, 


Marsh 


Frank ( 
Pointed ge 
of Dallas a 
in the lif 
years. Hy 
Hutchinso 
a general 


Would 
_ WASHI 


msurance 
ductible fr 
introduced 
await acti 
(committee 


| 
Boston A. 


Boston . 
' ministratiy 
(accident a. 
; Uctober m 








26, 195} 


hampion. 





tty Life, 
- the leg. 


al agent 
‘inia, has 
ichmond 


ighter of 
scher of 
arried to 
ringfield, 


sident of 
las been 
es of the 
rial Cen- 
group of 
1 front. 

en’s As- 
nd vice- 
Life Un- 
e Silver 
outs ata 
at Neo- 


jife, pres- 
> Under- 
ed chair- 
ym munity 
1 the re 
at Colo- 


2come $0 
” in their 
t become 


state sec- 
any con- 
2nse limit 
1 in the 
the New 


a lot of 
but they 
» the na- 
0 called 
25  “non- 
coopera- 
ostly for 
en to sell 
purchase 
ie overall 
ywnership 
se in the 
en apart- 


comment 
igs Bank 
organ of 
ce Coun- 
suggests 
| dissatis- 
ks about 
by some 
e. 

s demon- 
von'’t be 
»motional 
unter,” 1 


men are 
ne News 
editorial 


ET 


1 T1108 
'RIDAY 
ati 2 Ohio 


rtin, Vice 
"B. ‘Fourth 


EE, 


‘oad Street, 
706. E. 


nbia Bid. | 


roup, Resi- 


tiron Bldg. 
nd, Pacific 
an, Pacific 


October 26, 1951 


LIFE INSURANCE EDITION 








— 


in the August Savings Bank Journal.” 
These report that the Journal editors 
cited the “great, unfulfilled potentiali- 
ties” of savings bank life insurance and 
suggested three possible reasons for the 
situation. 

“First, the lack of 100% interest in 
the product by top management; sec- 
ond, the restrictions under which sav- 
ings bank life insurance must be pre- 
sented or sold; and third, lack of a 
thorough, integrated and constant ad- 
yertising and promotion campaign.” 

The News, then selects for repetition 
the words of a top ranking savings 
banker who was quoted as saying: “We 
fight and fret to get legislation enabling 
us to offer savings bank life insurance 
through our banks—we finally get it— 
and then we get lethargic. Some day the 
legislature will ask us why we want 
more leeway, more branches, more serv- 
ices, whett we don’t appreciate or half 
use the excellent ones it has already 
voted us.” 





Supplement Insurance Loans 


The state of New Hampshire is estab- 
lishing a business development corpora- 
tion to attract new industry to the state. 
Aim of the program is to supplement 
loans to businesses from regular financial 
channels, such as insurance companies 
and local citizens who would benefit 
from the setting up of a business in 
their community. 

The corporation has started to sell 
1,000 shares of capital stock at $100 a 
share to provide a working basis. It 
has hopes of eventually making available 
about $2 million to aid the state’s 
economy. The state of Maine started a 
similar program about a year ago. 


Sun Life Fills Minneapolis, 
Houston, New Orleans Posts 


Sun Life of Canada has appointed 
Russell D. Ekblad manager at Houston, 
John H. Command, manager at Min- 
neapolis,, and C. Harris Pottier, man- 
ager at New Orleans, all effective Nov. 








13. 

Mr. Ekblad joined the company 22 
years ago at St. Paul, transferred to 
Minneapolis in 1935 and to Chicago 
later the same year. In 1936 he became 
group representative in Chicago and 
was named district group manager there 
in 1941. He returned to Minneapolis 
as manager in 1946. 

Mr. Command, who joined Sun Life in 
Baltimore in 1928, subsequently moved 
to St. Paul as acting secretary and in 
1934 became branch secretary in New 
Haven. He went into personal pro- 
duction in 1944 and shortly qualified for 
the Top Producers Club. In 1945 he 
moved to Detroit as service supervisor, 
soon transferred to Louisville as man- 
ager and in 1948 became manager at 
New Orleans. 

Mr. Pottier joined Sun Life in 1948 
at Los Angeles following service in 
the Canadian navy. In 1950 he was 
appointed service supervisor at Los 
Angeles, 


Marsh with Gibraltar 


Frank C. Marsh, Jr. has been ap- 
pointed general agent of Gibraltar Life 
of Dallas at Denver. Mr. Marsh has been 
in the life insurance work for many 
years. He moved to Denver from 
Hutchinson, Kan., where he had been 
a general agent. 








Would Exempt Premiums 


. WASHINGTON—A bill to make life 
msurance and annuity premiums de- 
ductible from taxable income has been 





introduced by Rep. Coudert. It will 
await action by the ways and means 
;Committee next session. 





Boston Actuaries Discuss A. & H. 


Boston Actuaries Club discussed ad- 
,MiNistrative and statistical problems of 
accident and sickness insurance at its 
{October meeting. 


DEATHS 


HIRAM W. MOORE, 37, for 12 
years manager at St. Paul of Mutual 
Life, died there. He was a past presi- 
dent of St. Paul General Agents & 
Managers Club and also of Minnesota 
Assn. of Life Underwriters. He joined 
Mutual Life in 1924, was manager at 
Topeka and went to St. Paul in 1937, 
retiring in 1949. 

DR. J. B. WACHTEL, of the White 
agency of Pacific Mutual at Oklahoma 
City, died there. Dr. Wachtel had been 
with the company 39 years. He was a 
charter member of Pacific Mutual’s Big 
Tree Field Club, having qualified each 
year since the club’s founding in 1915. 
Dr. Wachtel had served as a medical 
examiner for Pacific Mutual and was 
encouraged to enter field work by the 
late Carroll C. Day. 

EDMUND M. MAYS, 68, former 
president of the now defunct Continental 
Life of St. Louis, Grand National Bank 
of St. Louis, Wellston Trust Co. and 
other financial organizations, died at his 
home in Leslie, Ark. Mr. Mays’ colorful 
career was marked by frequent clashes 
with government agencies. His banks 
and insurance company were all closed 
after long court battles. 

WILBUR L. MATHENY, 69, New 
England Mutual agent at Charleston, W. 
Va., died there. He had been top man 
in his company’s App-a-Week Club for 
1,647 consecutive weeks or 31% years 
without even an allowable lapse for sick- 
ness or vacation, until his retirement in 
August of this year. He led the club 
from its founding 19 years ago. 

LEE C. MATTHESE, 60, of the Mark 
S. Trueblood agency of Union Central 
at Los Angeles, died there. He had been 
in life insurance since 1938, 10 years with 
the Benson agency at Cincinnati and 
four years at Los Angeles. 

EUGENE A. MANNING, 52, for 25 
years with Metropolitan Life and an as- 
sistant manager at Milwaukee, died 
there. 

W. C. GLOVER, with Northwestern Mu- 
tual Life since 1942 and for 30 years a 


life insurance man at Memphis, died 
following three years of ill health. 


Life of Va. Hires Veteran 


Life of Virginia has appointed D. 
Paul Montgomery regional director of 
agencies at Lynchburg and Roanoke. 
Mr. Montgomery entered the business 
in 1929 as manager for Southeastern 
Life of Greenville, S. C. He became as- 
sistant manager in the Louisville ordi- 
nary agency of John Hancock in 1931. 
From 1933 until 1946, he was a Baptist 
pastor at Winchester, Ky. He re- 
entered life insurance in 1946 as assist- 
ant manager of the Prudential ordinary 
agency at Roanoke. 














Six More Companies in ALC 

Six companies have been added to the 
membership of the American Life Con- 
vention, bringing the total membership 
to 234 companies. They are Bankers 
Mutual Life of Freeport, Ill., Gibraltar 
Life of Dallas, Grange Mutual Life of 
Nampa, Ida., Pyramid Life of Charlotte, 
N. Southern Farm Bureau Life, 
Jackson, Miss., and United Ins. Co. of 
Chicago. 


Betker Madison C.L.U. Head 


The Madison (Wis.) C.L.U. chapter 
has elected Joseph Betker, Old Line 
Life, president; James Neis, North- 
western Mutual, secretary, and Charles 
C. Case, University of Wisconsin, sec- 
retary. 


Miss Stone Talks to Women 


Miss Mildred F. Stone, director of 
policy owner services of Mutual Bene- 
fit Life, talked on “How to Enjoy Your 
Life Insurance” in the first of a series 
on “Women and Their Financial Pro- 
gram,” sponsored by a Newark paper. 


M. Glenn Tuttle, Lincoln National. 
Miami, has been elected a director of 
Webster Outdoor Advertising Co., 

















An Opportunity ... 


One of the largest and fastest-growing general insur- 
ance firms in the Mountain States is adding a complete 
life department. They have asked us to find them a 
manager capable of building a life operation that will 
keep pace with their other departments. 


The man they want must be willing to travel (in Colo- 
rado, Wyoming and New Mexico) about half of his time. 
He must be young enough to be interested in his future, 
but old enough to have demonstrated a real knowledge 
of life insurance and an ability to sell it. 


He will be paid a very comfortable salary, plus incen- 
tive pay based on the department’s total production. A 
car will be furnished and travelling expenses will be 
paid. Full direct advertising, office and other essential 
sales promotion backing will, of course, be supplied. 


In three to five years, the man who qualifies for this 
job and makes good should be a member of the firm, 
and will share in a substantial annual profit distribution. 


This organization now has some four hundred estab- 
lished agents; at least one hundred can be developed as 
better-than-average producers of life, accident and health 
and group insurance. 


We are thoroughly familiar with the problems in- 
volved, as well as with the possibilities. It is our con- 
sidered opinion that this is one of the finest opportunities 
we have ever seen for personal growth in life insurance 
field management. 


If you are interested, please tell me, in confidence of 
course, enough of your background to show that a seri- 
ous discussion would be worthwhile for both of us. 


Charles C. Robinson 

Vice President 
COLUMBIAN NATIONAL 
Life Insurance Company 


77 Franklin Street 
BOSTON ° MASSACHUSETTS 
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Compulsory Sickness Is histories of alleged abuses on the part 
ia x a of the insurance companies. LIFE AGENCY CHANGES 
Major Issue in Ontario Premier Frost has issued a statement 
asking the voters not to be misled, call- ae 


Provincial Election Nov. 22 


Compulsory sickness and hospitaliza- 
tion insurance will be the big issue 
in the forthcoming provincial election 
in Ontario, Nov. 22. The Liberal party 
is making its strongest bid for power 
in more than 10 years in an effort to 
dethrone the Conservatives and rele- 
gate the Socialists to a back-seat posi- 
tion. 

The Conservatives have been en- 
trenched for 10 years, and this year’s 
campaign was lacking in interest until 
Walter Thomson, leader of the Liberal 
party, began agitating for compulsory 
sickness and hospitalization insurance. 
He has won the support of the Toronto 
Daily Star, the largest newspaper in 
Canada, and the paper is featuring case 


OT ON a 


ing attention to the situation in British 
Columbia and in Saskatchewan. The 
Liberal party is now conceded second 
place in the election by adopting a 
socialist measure and chances of taking 
over are counted as fairly good. 





Salesmanship Book Selected 


The Human Side of Selling, a new 
book by Robert E. Moore, has been 
selected as book of the month for No- 
vember by the Executives Book Club. 
The book often refers to the selling of 
insurance, and is the first book on sales- 
manship to be chosen by the club. 

Mr. Moore has a sales background 
and is at present the merchandising 
manager for an advertising agency. 
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NON-CANCELLABLE ACCIDENT 








The real test of the worth 
of a sickness and accident | 
policy comes at claim time. ‘ 


So the right kind of claim service is 
all-important .. . to the policyholder . . . to you who 
stake your reputation in selling the case. 


As a leader in the non-cancellable 

disability field, we invite comparisons 

of benefits . ... of premiums... of service. But we | 
especially welcome your attention to the manner 
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INSURANCE 


Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 


we treat the policyholder. 


COMPANY 


CESTER 2. MASSACHUSETTS 


President 
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Build Your Own Agency Easier 


NON-CANCELLABLE HEALTH 


GUARANTEED RENEWABLE 


e@ LIBERAL AGENT'S CONTRACTS 


all field tested and proven 


P, O. BOX 1711 — FARGO, NORTH 





SINCE 1868 


WE ARE EXPANDING‘ 


Unusual Opportunities for Qualified Men 


@ LIFE—ALL STANDARD FORMS [also disability income) 
HOSPITAL, SURGICAL, 
MEDICAL 


@ RECRUITING, TRAINING, SELLING, PROSPECTING AIDS— 


@ FINANCING PLAN FOR NEW AGENTS, AND LIBERAL 
NEW MAN TRAINING BONUS FOR GENERAL AGENT 


WRITE IN CONFIDENCE TO W. E. WRIGHT, 
VICE PRESIDENT & DIRECTOR OF AGENCIES 


PIONEER MUTUAL LIFE INSURANCE COMPANY 


OPENINGS 
FOR 
GENERAL 
AGENTS 
in key cities in 
IDAHO 
IOWA 
MINNESOTA 
MONTANA 
NEBRASKA 
NORTH DAKOTA 
OREGON 
SOUTH DAKOTA 
UTAH 
WASHINGTON 
WYOMING 


— Quicker 


AND ACCIDENT 





DAKOTA 





FARGO, N. DAK. 
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Rosenblum Retires; Kail 
Cleveland General Agent 


Sidney B. Rosenbaum of Rosenbaum 
& Kail, Connecticut Mutual, Cleveland, 
will retire from management duties Nov. 
1, but will remain with the agency as a 





S. B. Rosenbaum 


Harry H. Kail 


life consultant. Mr. Rosenbaum has 
been with the company for 38 years, and 
has been a general agent since 1923. The 
Cleveland agency in recent years has 
ranked among the top five of the com- 
pany’s 81 general agencies. 

Harry H. Kail, agency partner since 
1946, will head the Cleveland office. He 
started with that agency in 1931, spent 
four years in personal production, was 
advanced to agency supervisor in 1939 
and later became assistant general agent. 





Lincoln Nat'l. Promotes Three 


Lincoln National has appointed three 
men to group department positions, 
creating one new position and pro- 
viding managers in two new territories. 
Charles T. Hellmuth has been named 
assistant sales manager; Keith Gil- 
christ and Samuel M. Sharp have been 
appointed regional managers at Dallas 
and Omaha. 





Haller to St. Louis Post 


Bankers Life of Iowa has appointed 
D. Pierce Haller 
manager at St. 
Louis to succeed 
Ray P. Tucker, 
who will open an 
agency at Santa 
Barbara. 

Mr. Haller join- 
ed the company at 
St. Louis after 
serving as assistant 
manager of the cas- 
ualty department of 
Standard Accident 
at Chicago. He is 
a graduate of the 
University of Illi- 
nois. 


Names Shea at Pittsburgh 


Prudential has appointed William J. 
Shea manager at Pittsburgh to suc- 
ceed Roland E. Bunting, who has been 
transferred to Oil City, Pa. 

Mr. Shea is a former acting manager 
at Galesburg, Ill. He joined the com- 
pany in 1936 and became a home office 
service representative in 1948. 


Hawkins to Long Beach 


Walter J. Hawkins has been appoint- 
ed general agent at Long Beach, Cal. 
by Pacific Mutual Life. 

He succeeds Bruce R. Gilbert, trans- 
ferred to Los Angeles to take over the 
agency formerly headed by his _ fa- 
ther, Erle T. Gilbert, now assistant 
superintendent of agencies at the home 
office. Mr. Hawkins has a successful 
background in life insurance field work 
and also in industrial saies management. 





D. Pierce Haller 





Opens Two New Offices 


American Hospital & Life has opened 
offices at Lafayette, La., with Lester 
E. Beihl as unit manager, and Joplin, 
Mo.,. with George Hanson as manager. 


Provident Advances Wright 
to General Agency Post 


Provident Mutual Life has appointed 
Ray T. Wright general agent in westen 
Missouri and in 
Kansas. He has ° 7 
represented Provi- 
dent at Lawrence, 
Kan., for 21 years 
with his associate, 
Edwin A. Lewis. 
Mr. Lewis will 
move to Kansas 
City where, as su- 
pervisor, he will 
assist Mr. Wright 
in the agency. 

Mr. Wright is a 
life, qualifying and 
repeating member 
of the 1951 Million 
Dollar Round Table and a life member 
of the Provident Round Table. 

He served a term as trustee of 
N.A.L.U., is a frequent contributor to 
insurance journals, and is author of the 
book “Life Insurance — Not Death In. 
surance.” He is a graduate of University 
of Kansas and was a member of the 
Kansas legislature for four years. 


Johnston in Winnipeg Post 

Great-West Life has appointed W, 
Arthur Johnston as supervisor at Win 
nipeg. 

A graduate of University of Mani 
toba, Mr. Johnston has been with Great- 
West since 1935, except for four years 
in the Canadian navy. In 1945 he was 
named educational supervisor at the 
home office, a position which he held 
until early in 1950 when he became an 
agent at Winnipeg. 


Davis with Straus Agency 


R. Hampton Davis has been appoint: 
ed manager of the life and A. & H. de 
partment of Julius Straus & Sons, Rich- 
mond general insurance agency. He has 
been in insurance work at Richmond 
since 1944. He is president of the Rich- 
mond C.L.U. chapter and former vice 
president of the managers association. 


Capitol Names Whitesell 


New agency manager of Capitol Life 
at Los Angeles is Theodore Whitesell, 
former assistant manager there of Pru- 
dential. Mr. Whitesell operated his own 
brokerage business at Easton, Pa., for 
18 years and for 10 years represented 
Continental Assurance. He has been a 
member of the Million Dollar Round 
Table for several years. 


Anselmo Moves to Roanoke 


Metropolitan Life has named A. Peter 
Anselmo manager at Roanoke, Va. He 
succeeds Grover Clay, who has beet 
transferred to Norfolk. : 

He was an attorney at Washingtot, 
D. C., before joining Metropolitan 1 
1936 as agent, and was field training 
supervisor at New York before his as 
signment to Roanoke. 


New Farm Bureau Manager 


Vaughn B. Mantor of Pataskala, 0. 
has been named service manager 10 


Ray T. Wright 
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the Farm Bureau companies at Colum- 
bus. Sales managers have been named 
as follows: Henry Westphal, Annapolis, 
and Zach Turner, Glen Burnie, Md., 
for Maryland, Delaware, northeast Vir- 
ginia and District of Columbia; Glenn 
Frank and R. H. Wilson, New England 
region. 





C. O. Biven’s Career 


Chester O. Biven, whose appointment 
as home Office general agent of Mary- 
land Life was reported in last week’s 
jssue, entered life insurance in 1936 
with Penn Mutual at Pittsburgh. After 
discharge from military service in 1946 
he joined Penn Mutual’s Wootton & 
Addison agency in Baltimore and be- 
came supervisor for new organization 
in 1947. 


WANT ADS 


Rates $13 per inch per insertion— | inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 


OPPORTUNITY 


An Old Line, Legal Reserve Life Insurance 
Company, located in the Southeast, which is 
now in its 44th year of successful operation is 
seeking the services of a qualified person to 
become Supervisor of Agencies for territory 
consisting of: North Carolina, Virginia and the 
District of Columbia. The person must have a 
successful sales record and preferably some ex- 
perience in Agency Manag t or G ! 
Agency work. 














An unusually attractive arrangement will be 
made with the person selected. Reply in strict 
confidence to Box H-51, The NATIONAL UN- 
_ 175 West Jackson Blvd., Chicago 








SITUATION IN MEXICO WANTED 


Man with 25 years of successful Agency Man- 
agement with two major Eastern Companies 
wants to communicate with company operating 
in Republic of Mexico. Member of Million 
Dollar Round Table; responsible for the de- 
velopment of several general agents. Primarily 
interested in Agency development work in 
Mexico, has working knowledge of Spanish 
language. Age 55. Address H-54, The National 
eerveiter, 175 W. Jackson Blvd., Chicago 4, 
inois, 








MIAMI, FLORIDA 
SUPERVISOR 


SALARY AND COMMISSION 


GIVE COMPLETE HISTORY IN CONFI- 
DENTIAL LETTER TO M. GLENN TUTTLE 


LINCOLN NATIONAL LIFE INS. CO. 
821 Dupont Building Miami 32, Fla. 








CHICAGO UNDERWRITER AVAILABLE 


Experienced home office underwriter for Life, Acci- 
dent and Health and Hospitalization available Nov. 
Ist. Three years as head of underwriting depart- 
ment. Change necessary due to company moving home 
office, Best of references from present employer. 
Age 38 — married. Address H-72, The National 
Underwriter, 175 W. Jaekson Bivd., Chicago 4, III. 





[ichiriaieeenense 





WANTED 


Actuarial Supervisor—Male—For large Eastern 

"Serna consultant. Should have experience in 
mployee Benefit Plans (particularly pension 

plans). Give all personal data and salary ex- 

peced in first letter. Replies kept confidential. 

wees H-58, The National Underwriter, 175 
» Jackson Bivd., Chicago 4, Ill. 











KANSAS CITY AGENCY AVAILABLE 


life, Accident and Health and Hospitalization 
Agency. Already established—available Nov. 
Ist. Need general agent or manager. Missouri 
company. Good opportunity for the man who 
can qualify. Address H-73, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 


icccescesmenes 











Lincoln Nat'l Names Rasey 


Lincoln National Life has opened a 
new agency inthe 
Home Savings & 
Loan building, 
Youngstown, O.,, 
and named Calvin 
L. Rasey general 
agent there. For- 
merly with Phoe- 
nix Mutual at New 
Castle, Pa., where 
he was president 
of the local under- 
writers association, 
Mr. Rasey ranked 
third for that com- 
pany in personal 
production for 1951. 
The new agency will cover three 
Ohio counties and two counties in 
Pennsylvania. 


Calvin L. Rasey 





Ansley Cleveland Manager 


Frank M. Ansley has been appointed 
Cleveland manager of Berkshire Life, 
replacing Robert P. Gygli, who has re- 
tired on disability. Mr. Gygli was ap- 
pointed manager in 1943 and had pre- 
viously been with Penn Mutual Life. 

Mr. Ansley, a C.L.U., has been at 
Cleveland for several years. His new 
assistant manager is Thomas E. Uhle. 


MANAGERS 


Dowell Speaks Nov. 14 


Dudley Dowell, vice-president in 
charge of agency affairs of New York 
Life, will address the Life Agency Man- 
agers of Chicago on “Management’s Job 
Today,” at a luncheon Nov. 14 to be 
held in conjunction with the L.I.A.M.A. 
seat meeting at the Edgewater Beach 
10tel. 














Recruiting Is L. A. Topic 


Recruiting was taken up in a panel 
discussion by Life Agency Supervisors 
Assn. of Los Angeles. Robert Wilkin- 
son, New York Life, spoke on recruit- 
ing through agents, Earl Monroe, Pa- 
cific Mutual, on securing new agents 
through newspaper advertising; Chester 
Spencer, New England Mutual, on re- 
cruiting of agents from college grad- 
uates; and Robert Christie, Sun Life of 
Canada, centers of influences. 





Belknap Milwaukee Speaker 


Raymond H. Belknap, vice-president 
of Continental Assurance, gave his talk, 
“Trouble—More Trouble,” at a dinner 
meeting of the Milwaukee managers. 


Pittsburgh Cashiers Elect 


Pittsburgh cashiers elected officers at 
the October meeting. May Mahlman, 
Mutual Benefit, is president; David 
Prentice, Manufacturers Life, vice-pres- 
ident; Charles Taylor, New York Life, 
secretary; Jane Kay, Guardian Life, 
treasurer. 


Fischer Los Angeles Speaker 


Ralph W. Fischer, supervisor of the 
John R. Mage agency of Northwestern 
Mutual, spoke at a meeting of Life In- 
surance Managers Assn. on “Organiza- 
tion,” giving also many suggestions on 
the selling side. 

Kellogg Van Winkle, Equitable So- 
ciety, gave a brief review of tax legisla- 
tion and pensions for Korean war de- 
pendents, and said the proposed “Green 
River” ordinance for Los Angeles is 
now being fought, he thought, success- 
fully. 


W. Lockwood Miller, general man- 
ager for Canada of Occidental Life of 
California, spoke at the annual dinner 
meeting of Montreal managers. 








N. A. Leonard, manager for Re- 
liance Life at Seattle, spoke on the 
training of the new agent during his 
third, fourth and fifth weeks at a meet- 
ing of the Seattle managers. 















Sale-Making News 


No ONE has to tell the housewife what 
the high cost of living has done to her 
budget. She knows — better than anyone else. 


No one has to tell the family man what 
this means to his life insurance. He knows 
—better than anyone else—that, at today’s 
prices, the insurance he now owns will no 
longer buy what his family needs. He also 
knows that when it takes more money for 
groceries, it leaves less for new life insurance. 


What he doesn’t know is how little it costs to 
bring his insurance program up to today’s par 
with Occidental’s Income Protection policy. 


Big sales are made telling him this good news. 


«x 
Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
W. B. STANNARD, Vice President 











Satisfying... vain 


are Pacific Mutual’s complete personal protection plans. 
One reason — ACCIDENT & SICKNESS DISABILITY INCOME 


seals the sale. 


Mutucl 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 
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purchase additional insurance, and took 
NEWS OF LIFE COMPANIES "im cae 
More than $3 billion insurance is now 


i d 1. 
New England Sets Aside tinue at 3%. in force the New England Mutua 
Although the increased scale adopted 


$17 Million for 1952 a year ago remains unchanged, this 1952 Insurance in Force 


Dividends. a New Record dividend allotment is $1 eo more 

" than the amount set aside for payment 

New England Mutual Life has author in 1951, and is the largest in company of N. W. Mutual Now 
‘ tires pees ee . . history. a 

rome $17 snillion for distribution as divi- ‘Last year policyholders used 44% of Nearly $612 Billion 
ends in 1952. Interest on settlement OP- dividends to pay current premiums, left 

tions and dividends on deposit will con- 42% on deposit at interest, used 7% to Northwestern Mutual Life reports 
new paid for insurance during the first 
S5t6R nine months of 1951 of $312,255,498 
ih IT W 1) TW | which, while under last year, is above 














the 1949 figure. Total in force at Sept. 
30 reached $6,497,239,000 on 1,433,362 

policies. 
Income for the three quarters was 
$283,325,884 made up principally of 
| | | premiums of $171,007,622 and other in- 
I vestment earnings of $64,761,800. Dis- 















































it i | - 
bursements totaled $173,656,198 and in- 
A WELL-BALANCED COMPANY cluded $110,689,541 in payments to pol- 
icyholders and beneficiaries, with an 
additional $31,921,889 distributed from 
funds left with the company to be 
paid out under income plans of settle- 
b I ment. 
aiance Total assets as of Sept. 30 were 
$2,660,794,000. Heavy investments in 
improves performance mortgage loans characterized the in- 
vestment activities in the first nine 
months. New mortgages of $127 million 
resulted in a net increase of $97 million 


From childhood’s earliest with total holdings of $551 million rep- 
: resenting a new peak in mortgage loans 

moments... balance is for the company. 
: The new construction slump, however, 
essential to progress. has recently resulted in a rate drop 
. Paice in the acquisition of new loans. The de- 
So, too, in a life insurance mand for loans:in defense industry re- 
Z mains high, and rates obtainable are 

company, Continuous improving. 

R a The big ten among the company’s 
achievement is aided by a favorable simanell Gadiaee So’ Wie cam hada conn 


f past history, present Eckert, Detroit; Jamison & Phelps, 
balance o yee YP Chicago; Craig, Milwaukee; Mage, Los 
progress, and future plans. Angeles; Stumm, Aurora, IIl.; Fink- 

+ ase Philadelphia; Allen, Buffalo; 

vee * rueger & Davidson, New York City; 
Fidelity is a well-balanced Carroll, Oshkosh, Wis.; Horner, Mad- 


company. ison, Wis. 





Amended Business Figures 
The Filed by United Home 
FIDELITY MUTUAL ied aah the detente ce 
vised figures covering business written 


= LIFE INSURANCE COMPANY in Indiana and Michigan, the two states 





in which it operates. The revised fig- 

THE PARKWAY AT FAIRMOUNT AVENUE ures for Indiana are insurance written 
$8,757,866, and insurance in force at 

PHILADELPHIA ¢ PENNSYLVANIA Dec. 31 of $12,220,794. The correspond- 

ing figures submitted by the company 
in its original annual statement and 








North American Reassurance Company 


J. Boward Oden, President 


110 East 42nd Street New York 17, N. VD. 
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LIFE REINSURANCE EXCLUSIVELY 











included in a tabulation in THE Nationa, 
Unperwriter for March 30, were $16. 
182,794 and $18,851,972. 

For Michigan, the amended figures 
are business written, $71,943 and insur. 
ance in force $1,192,400. The correspond. 
ing figures included in the company’s 
original annual statement to the Mich 
gan department and printed in the 
April 27 issue of THe NationaL UNpm 
WRITER were $17,491,274 and $17,440,234 


Prudential Plass Mass 


Emigration for Texans 


HOUSTON, TEX.—Prudential plans 
a mass movement of 200 Houston regj. 
dents to East Orange, N.J., where the 
company will train them for the oper. 
ation of a southwestern home office 
unit to be established in Houston. The 
company has already leased accommo 
dations for 200 in a newly furnished 
apartment building in East Orange. 








Bryant Western Va. Mgr. 


Julian A. Bryant, former Norfolk dis. 
trict manager of Reliance Life, has been 
appointed western field manager for the 
Virginia department. Mr. Bryant has 
been with Reliance since 1936. 
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i W. O. 

He is president of Norfolk Life Un. 
derwriters Assn. and a member of thef coln N: 
Virginia Leaders Club. dent an 
and He! 
Phoenix Mutual Plans Building sp 
Phoenix Mutual has received permis-f Mr. \ 
sion from the West Hartford plan and} who re 
zoning commission to build a new home } yice-pre: 
office in that city. The council has yet] & Trust 

to pass on the petition. 

SALES MEETS jc 





Mutual Trust Managers Meet 


Managers of Mutual Trust Life met at 
Chicago last week for a recruiting and 
training clinic. Among the speakers 
and discussion leaders were President 
Raymond Olson, Stuart Hecox, Detroit; 
Bernard Bergen, Brooklyn; Carl Ho- 
man, Madison, and Earl Schwemm, Chi- 
cago manager Great-West Life. Presi- 
dent of Mutual Trust’s managers asso- 
ciation is William N. Hesse, New York 
city. 


Amicable’s Managers Meet 


Amicable Life held an agency man- 
agers conference at Waco, Tex. in 
charge of M. E. Stevens, Jr., super- 
visor of training, which was devoted to 
the company’s new agent training pro- 
gram. Assisting Mr. Stevens were 
George Adams, field agency supervisor; 
Paul W. Neerham, home office supet- 
visor, and E. E. Roberts, agency di 
rector. 


Bankers Mutual Agents Meet 


Agency representatives from Illinois, 





Michigan and Missouri attended a sales | | 


conference of Bankers Mutual Life at 
Freeport, Il]. Among the speakers wert 
President G. C. French, Agency Supet- 
intendent Charles H. Davis and Hal 
Nutt, director of the Purdue course. 








Examiner's Suit Quashed 


BISMARCK—The suit of Harold 
Hopton, examiner in the North Dakota 
department, to collect $7,480 has beet 
thrown out of court. He claimed the 
companies paid the state $25 a day for 
his examinations while state law lim- 
ited his pay to $15 a day. The law since 
has been repealed. 


Hancock Association Elects 


righ 


Life In 


is the 
wi 





Edwin R. Erickson, general agent at 
Buffalo, was elected president of Gen- 
eral Agents Assn. of John Hancock 
Ferrel M. Bean, Chicago, af 
Harry H. Welsh, Jr., Kansas City, af 
vice-presidents; Donald W. Hootot, 
Pittsburgh, treasurer, and Guy 
Foster, Manchester, N. H., secretary. 
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Elects 


build your future with 


this progressive company 


MISSOURI INSURANCE COMPANY 


Home Office St. Louis, Missouri 


All forms of Ordinary Life, Weekly Pre- 
mium Life, Hospitalization, Health and 
Accident, and Credit Life Insurance. 

r) 
Established 1907 
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continues as Lincoln National’s 1st 
vice-president. 

Mr. Rood will assist Mr. Menge in 
the administration of Reliance in ad- 
dition to his duties with Lincoln Na- 


ational, 
Taught at Michigan 


Mr. Menge joined Lincoln National 
in 1937 as associate actuary after hav- 
ing taught actuarial science at Univer- 
sity of Michigan. While on the faculty 
he acted as a consultant to a number 
of life companies and to the Michigan 
“department. In 1943 he became 2nd 
vice-president and in 1945, vice-presi- 
dent, and in 1951 1st vice-president. He 
is the author of a textbook on life 
insurance mathematics, has written 
numerous scientific papers for the life 
insurance business and has been active 
in the American Life Convention, Life 
Insurance Assn., and Society of Actu- 
aries. 

Active in Organizations 


Mr. Menge is a graduate of the Uni- 
versity of Michigan and received his 
Ph.D, degree there in 1931. He is a 
fellow of the Society of Actuaries and 
served as a member of the joint com- 
mittee for preparation of CSO mortal- 
ity tables, the joint American Institute- 
Actuarial Society committee for pre- 
paration of industrial mortallity tables 
and a special committee for education 
and training of actuaries. He is a past 
president of the Home Office Life Un- 
derwriter Assn. and is now on its ex- 
ecutive council. He is a governor of 
the Society of Actuaries and president 
of the Indiana Assn. of Legal Reserve 
Life Insurance Companies. 

Mr. Rood, a graduate of Oberlin Col- 
lege, received an M.A. degree in actuarial 
mathematics at the University of Mich- 
igan. He started in insurance with Trav- 
elers two years before joining Lincoln 
National in 1931. He became actuary of 
the ordinary department before becom- 
ing 2nd vice-president in 1949. He is 
a navy veteran, a fellow of the Society 
of Actuaries and has served as secre- 
tary-treasurer of the society since it was 
organized in 1949. 





Walker Goes to Wisconsin 
National Life as Actuary 


Ralph P. Walker will join Wisconsin 
National Life as actuary, filling a posi- 
tion vacant since 
Oct. 1, 1950. Mr. 
Walker was with 
Metropolitan Life 
for 11 years, work- 
ing in the mathe- 
matical section, the 
annual statement 
and analysis section 
and the valuation 
and IBM tabulation 
section. 

In 1947 he be- 
came assistant ac- 
tuary of Illinois 
Bankers Life where 
he has been until 
the present. His experience with Illinois 
Bankers covered both life and A. & H. 
operations. 

Mr. Walker has completed seven of 
the eight examinations required in order 
to become a fellow of the Society of Ac- 
tuaries. He is now an associate. 

‘He is a graduate of the University of 
Iowa and a navy veteran. 





Ralph P. Walker 





Humphries to Reserve Life 


Wofford Humphries, who resigned as 
chief deputy insurance commissioner of 
North Carolina, has been named vice- 
president of Reserve Life of Dallas. 
He had been chief deputy since 1942. 


Aker to Mutual Service 


Robert E. Aker has been named 
agency secretary for the Mutual Service 
group of St. Paul. He will be respon- 
sible for recruiting and training and 








at the crossroads 
of the nation 


ARON ho Sa ee ees $ 245,000,000 
Insurance in force ..... . $866,206,138 
Capital and surplus ..... $ 14,500,000 


as of July 31, 1951 
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+ 9 the PLUS Valee + 
that Counts 


When you can offer your assured HEALTH 
—ACCIDENT and HOSPITALIZATION in addi- 
tion to the usual LIFE insurance program, then 
you are in an enviable position. If you want to 
know more about this ideal combination, write to 
Wm. D. Haller, Vice President and Agency 
Manager. 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hompshire 
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lv] Health 
lv) Accident 
V) Hospitalization 


VV) Salary Savings 
lV] Franchise 
IV) Wholesale 
LY] Medical and Surgical VV) Br okerage 


Reimbursement IV] Reinsy 
rance 





Registered Life Protection ? 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $340,000,000.00 











THAT CERTAIN 
SOMETHING 


Intelligence removes guesswork and every- 
thing can be rationalized by efficiency, ac- 
cording to every law of salesmanship—that 
is salesmanship for everyone but the Life 
Underwriter. With him there is "some- 
thing" that cannot be catalogued under 
the "I" of intelligence or the "E" of effi- 
ciency. "Something" that must be given 
him through the friendly cooperation of 
officers of the company, with an adequate 
knowledge and appreciation of the prob- 
lems of the Life Underwriter. 


The officers of The Friendly Company thor- 
oughly understand and give to the under- 
writer that added "something". If you are 
interested in the profession, you will find 
it pays to be friendly with 











“The Friendly Company” 
Frankfort 


PEOPLES LIFE INSURANCE COMPANY 


Indiana 


analysis of sales results. He was for- 
merly with North American Life & 
Casualty and Aetna Life at Minneapolis 
for five years as a life and casualty 
underwriter. 


THREE PROMOTED 
Lowmiller Named 
N. A. L&C Secretary 


North American Life & Casualty has 
appointed D. D. Lowmiller, group man- 
ager, as secretary 
to replace J. M. 
Wickman, who was 
recently made man- 
ager of the A. & H. 
department of Mu- 
tual Life. Mr. Low- 
miller was group 
manager for Un- 
ion Mutual Life be- 
fore joining North 
American in May, 
1950. 

Rose Cisson, sec- 
retary to the presi- 
dent, was named 
executive secretary. 

Ward Beall, chief underwriter and 
assistant secretary, becomes director of 








D. D. Lowmiller 








Rose Cisson 


Ward Beall 


underwriting. He was assistant chief 
underwriter of Acacia Mutual until he 
joined North American in 1948. 





Browne to Home Office 


Paul K. Browne, former Travelers 
assistant manager at Dallas, has been 
transferred to the home office life, acci- 
dent and group agency department as 
an assistant in sales and promotion. 

Mr. Browne started with Travelers 
in 1929 as a counterman at Dallas. 





Mutual Life Promotes Two 


James J. Hubbard and Howell P. 
Young, members of the research divi- 
sion of Mutual Life, have been ad- 
vanced to research associate and re- 
search assistant. 

Mr. Hubbard joined the company as a 
research assistant in 1947. Mr. Young 
has been a member of the research 
division since 1946. 





Advance Neunschwander 


Albert Neuenschwander has _ been 
elected president of Brotherhood Mu- 
tual Life of Fort Wayne, Ind. succeed- 
ing the late Dr. Homer R. Gettle. Mr. 
Neuenschwander has been executive 
secretary of Brotherhood Mutual since 
its organization in 1939. 


Richard §. Perkins, executive vice- 
president of City Bank Farmers Trust 
Co., has been elected a director of New 
York Life. 








Monarch Life of Canada has appointed 
R. W. Knechtel as superintendent of 
agencies. 


National Life of Canada has appointed 
ohn Gorham as associate actuary. He 
has been with the company since 1948. 








Stuart Smith at Detroit 


Detroit Life Insurance & Trust Coun- 
cil heard Stuart F. Smith of Connecticut 
General speak at a dinner meeting on 
“The Philosophy of Estate Planning.” 


ACCIDENT 


Forum on Prolonged Illness Ma 


to Be Held at Chicago Lib: 
“Prolonged Illiness” will be discusse 
Pol 








by Senator Paul H. Douglas of Illinoj 
at a Chicago forum and luncheon Og 
30, of Research Council for Econom; 
Security. At the morning forum, a pang 
of experts will discuss the nature gf The 
the problem and hear a report of th 
council’s survey on the economic as. 
pects of prolonged illness. recent 








Participants in the morning forup by TH 
include Dr. H. Carleton, Inlanf “Ame 
Steel Co,; Dr. Antonio Ciocco, Univer its dou 
sity of Pittsburgh; J. L. Hague, Schenf t $50 
ley Industries; Jerome Pollak, UAW. Ame: 
CIO; Dr. Henry T. Ricketts, Universit} issue a 
of Chicago; Alexander Ropchan, wef Bank 
fare council of Metropolitan Chicago} creased 
and Leon Werch, Research Council fof to $15, 
Economic Security. eats 

Dr. Paul R. Hawley, director of th its nor 
American College of Surgeons, will pre. $10,000 
side at the luncheon. Gerhard Hirsch. to $5 oC 
feld, director of the research counclf Chur 
will deliver the welcoming address, premiur 

é Color 
Conference Directory Out expecta 

The 1951-52 edition of the H. & A — 
Underwriters Conference directory ha deubled 
been distributed. It includes a listing of ‘nsured 
conference members, types of coverage a the « 
and states in which they are licensed has als 
to operate, conference officers and staf, 65 for fe 
an outline of conference activities, com. aie 
pany membership listed by states, com neue : 
mittee personnel and a brief summan] Retentio 
of committee functions. Cotery 

A new feature is a calendar with the isation 
dates of all conference meetings marked Fidelit 

The directory shows a membership oj sa damal 
162 companies and nine associate mem- addition: 
bers. A break-down of the membership init ' 
shows 89 life companies, 37 A. & H| UY W 
only companies, 23 stock casualty] °° W! 
companies, 10 mutual casualty comp. . 
nies, two fraternals and one reciprocal. jl “ 

from $1. 
Pauley Neb. Speaker Girard 

C. O. Pauley, managing director of H. ieee ch 
& A. Underwriters Conference, spoke Died ic 
at the first of this year’s dinner meet-| CUC€@ In 
ings of Insurance Institute of Nebrask ability. i 
at Lincoln on “The Importance of A A 
& H. Insurance to Life Insurance.” ce oe ‘ 


Mr. Pauley welcomed the entry 0 : 
the life comieedine in order that the Pie ‘g 
great demand for this type of insurance ainced : 
could be met. pay 

He was introduced by C. C. Fraizer, Gre r 
general counsel of the H. & A. Confer} ;.. sae 
ence. W. L. Packard, vice-president di} |, v4 iy 
Security Mutual Life of Lincoln, pre = 
sided. ieeed 
z j dustrial p 
Coast Agencies Winners |. Indeper 

Pacific Coast general agencies cap a. sont 
tured the top five places in a hotly cor a ; 
tested A. & H. production contest Jus whole lif 
closed by Pacific Mutual Life. Charlto e 
G. Standeford’s Fresno agency took first 
third and fourth places. Second prit 
went to the Arthur E. Kraus agend, 
Los Angeles, and fifth to the Walte 
G. Hoefflin general agency, Seattle 


George J. Mutari has been electtt 
president of Brooklyn Assn. of A.&B 
Underwriters. He succeeds Charles 4 
Merante, who becomes chairman. L. J: 
Maresca is first vice-president; 
Korell, second vice-president; J. 
Kelly, treasurer; Robert Gunnerson, 
nancial secretary, and Ralph Caputo 
secretary. 
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Life Expectancy Increases 
Average length of life in the United 

States has increased to nearly 68 yeals, 

according to the public health rer 


The new figures, based on fol 
| 








vital statictics, shows a gain 0} 
six months over the 1948 rates. 
White women, the longest lived grou 
have an expectancy at birth of Tih 
years; white men, 65 years 11 mon 
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NEWS ABOUT 


Many Companies 
Liberalize Their 


Policy Provisions 
By ROY ROSENQUIST 


The general trend towards liberaliza- 
tion of policy provisions and under- 
writing practices is noticable in these 
recent changes, not previously reported 
by THE NATIONAL UNDERWRITER, _ 

American General, Texas, has raised 
its double indemnity limit from $25,000 
to $50,000. 

American National, Texas, will now 
jssue all plans of insurance to women. 

Bankers Union, Colorado, has _in- 
creased its retention limits from $10,000 
to $15,000. : 

Business Men’s Assurance thas raised 
its non-medical limits from $6,000 to 
$10,000 at ages 0 to 40 and from $3,000 
to $5,000 at ages 41 to 45. ; 

Church Life will attach the automatic 
remium loan provision upon request. 

Colonial Life has introduced a life 
expectancy contract with level insurance 
throughout life with low premiums dur- 
ing the life expectancy period and 
doubled premiums after that time. The 
insured has several options at the end 
of the expectancy period. The company 
has also added income endowment at 
65 for females to its income endowment 
plans. 


Retention Up $5,000 


Columbian National has increased its 
retention limit from $40,000 to $45,000. 

Fidelity Union, Texas, is now provid- 
ing double indemnity coverage, with an 
additional amount if death occurs from 
injury while riding in a public convey- 
ance, with coverage (during the pre- 
mium-paying period) to age 65 rather 
than to the former age of 60. The pre- 
mium per $1,000 has been increased 
from $1.75 to $1.85. 

Girard Life, Texas, has recently made 
these changes: On request an auto- 
matic premium loan clause may be in- 
cluded in a policy; settlement option A 
is now 214% instead of 2%; the dis- 
ability clause for women is no longer 
canceled at marriage and the rate has 
been reduced from double the male rate 
to 1% times the male rate. 

Great American, Kansas, has_ in- 
creased its non-medical limits at ages 
10 to 40 from $3,000 to $5,000. 

Great Northwest Life has increased 
its non-medical limits to $5,000 at ages 
up to 45. 

Home State Life of Oklahoma, has 
removed the war clause from its in- 
dustrial policies. 

Independent Life & Accident has re- 
vised the provisions of its weekly pre- 
mium policies. 

Kentucky Home Mutual has added 
whole life with 10, 15 and 20 year de- 
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“Say it" on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
++ehas that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 


Onion skin, or ledger samples... . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 


LIFE POLICIES 


creasing term and family income riders 
covering $10 and $20 per $1,000 face 
amount. 

Life & Casualty is no longer issuing 
the family income 20 year rider at ages 
above 45. 


Now Takes $400,000 


Lincoln National has increased the 
maximum amount written on one life 
from $250,000 to $400,000. It has also 
made several minor changes in its dis- 
ability provision limitations. . 

Loyal Protective has a new retire- 
ment annuity contract issued at ages 
10 to 60. It provides the annuitant with 
an instalment refund monthly life in- 
come on the policy anniversary nearest 
any age between 50 and 70, as may be 
elected in the application. Death benefit 
prior to commencement of income is 
an amount equal to the sum of annual 
premiums paid or the cash value if 
greater. 

Mid-Continent of Oklahoma is now 
issuing its juvenile policies with full 
benefit at age 1 rather than age 5. 

National Equity of Arkansas has 
raised its non-medical limits from $5,000 
to $7,500. It has also introduced annual 
and single premium retirement annuities. 
The annuitant may elect a 10-year cer- 
tain or joint and two-thirds to survivor 
annuity at any time not later than age 
70. 

North American Life of Chicago has 
increased its non-medical limits at ages 
0-40 from $5,000 to $10,000. 


Can Keep Waiver 


Old Line of Milwaukee has liberal- 
ized its underwriting of policies on wom- 
en by removing the clause in its waiver 
of premium provision which terminated 
the coverage upon marriage and by 
setting the non-medical limits for wom- 
en the same as for men. Retention 
limits have been increased from $20,000 
to $25,000. 

Paul Revere Life is now issuing two 
forms of “Junior Estate Builder”, one 
becoming paid-up at age 65 and the 
other maturing as an endowment at 
age 65. In each case the sum insured 
remains level at age 21, at which time 
it automatically increases to five times 
its original amount. Premiums are level 
at age 65. The company had previously 
introduced multiple family income ben- 
efits, similar to the regular family in- 
come benefit but providing an income 
of $15, $20 or $25 for each $1,000 of 
basic insurance. 

Peoples Life, Indiana, has reduced 
premium rates for preferred risk ord- 
inary life and preferred risk 20-payment 
life at ages 33 and upwards. 

Pyramid Life of Arkansas, raised its 
non-medical limits at ages 1 to 40 from 
$5,000 to $7,500. 


SBLI New Limit 


Savings Banks of Massachusetts: Up 
to $5,000 insurance (previously, $1,000) 
may be issued by any one bank. 

Southern Life & Health, Alabama, is 
now granting waiver of premium dis- 
ability to single self-supporting women 
(at double the male rate). 

Southland Life, Texas, has raised its 
non-medical limits to $7,500, ages 0 to 
40 and to $5,000 ages 41 to 45, applic- 
able to both males and females. 

Standard Life, Mississippi, has in- 
troduced a 20-payment endowment age 
65 policy, issued ages 0 to 44. 

Union National, Nebraska: Non-med- 
ical limits increased from $5,000 to $6,- 
000, ages 5 to 44. 

Woodmen of the World, Nebraska: 
Incontestability clause now one year 
instead of two years. 


Sun Life of Canada Shaves 
All of Its Extra Rates 


Sun Life of Canada has reduced its 
extra premiums for all life and endow- 
ment plans except for persons in the 
armed services. Where formerly the 
extra premium was $2.50 or $3 per $1,000, 
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One look at the new Berkshire Life “Portfolio 
of Coverages” and you'll agree that our broad 
diversity of policy contracts, at attractive premium rates, 
immensely widens any life underwriter’s range of prospects. 
Highlighted here are interesting and important facts lead- 
ing to the sale of our life contracts—Adult and Juvenile— 
Accident & Health and Hospitalization coverages. 
. Berkshire Life begins its second century of serv- 
ice and security with an extensive range of modern, 
‘sales-producing’ policies and coverages. 
28 
BROKERS AND SURPLUS WRITERS are in- 
vited to write to the nearest Berkshire General Agent 
for FREE copies of both the handy pocket-size 
Merchandise Chart and Portfolio which outline the 
many unusual sales opportunities. * * * | 
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“HONESTLY, IT’S THE BEST POLICY”’ 











20 
it is now $2. The $4 premium becomes 
$2.50, the $5 premium becomes $3; the 
$6 premium is now $4, the $7 premium 
is $5, the $8 premium is $5.50 and the 
$10 extra premium is $6.50. 

On endowment plans the required 
extra premium will run for only three- 
fifths of the endowment term, ignoring 
any fraction of a year which may result. 
Premiums for persons in the armed 
services remain as they have been. 

Except for service personnel, acci- 
dental death will be available at stand- 
ard rates where the rate for the benefit 
is presently 1% times the rate. 

The requirement of evidence of in- 
surability when a change to a_ non- 
hazardous occupation is made will no 
longer be required. A request for the 
removal of an extra premium upon 
change to a non-hazardous occupation 
will be delayed until the insured has 
been able to show he has been engaged 
in his new occupation continuously for 
one year, 





Tex. A. & H. Hearing Set 


Texas board of commissioners has 
called a hearing Nov. 8 for ‘companies 
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writing A. & H. insurance to discuss the 


situation growing out of the fact that 
Texas has not adopted the uniform 
policy provisions law recommended by 
N.A.I.C. In the announcement it is sug- 
gested that the companies be permitted 
to file forms in compliance with either 
the uniform law or the third edition of 
the Official Guide. The department 
wants to have the hearing before taking 
any action. 


Aetna Life J Adopts 
Low Cost Preferred 
Lite Contract 


Aetna Life is now issuing a preferred 
at 


life policy to qualified applicants 

ages 16 to 59, which is the lowest net 
cost whole life policy issued by the 
company. It is a _non-participating 
guaranteed premium policy for both 
men and women (married or unmar- 
ried) who can qualify, in amounts ot 


$10,000 or more. Waiver of premium is 
included in all policies and additional 
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Kiwanians Are Entertained 


indemnity may be had. Premiums auto- 
matically reduce at the end of the first 
policy year and are the same for both 
men and women. There is no change in 
rates when the insured reaches 60 and 
the disability coverage ceases. The addi- 
tional indemnity provision extra-pre- 
mium will cease when the indemnity 
ceases at age 65. Non-forfeiture values 
are the same as for ordinary life at the 
same ages. 

Term policies cannot be converted to 
the preferred life contract, because it 
is not a level premium policy. 

Rates for the new Aetna offering fol- 
low: 

Non-Participating 
PREFERRED LIFE 
These premiums are per $1,000. 
Minimum policy issued $10,000, 


Prem. First Year Prem. After First Year 



































Age at 
Annl Semi Quar Mo _ Issue jemi ir lo 
$14.61 $7.45 $3.80 $1.28 16 $11.97 $6.10 $3.11 $1.05 
14.95 7.62 3.89 1.31 12.2! 6.27 3.20 1.08 
15.28 7.79 3.97 1.34 18 12.60 6.43 3.28 1.10 
15.64 7.98 407 1.37 19 12.94 6.60 3.36 1.13 
16.01 817 416 1.40 2¢ 13.30 6.78 3.46 1.16 
16.40 8.36 4.26 1.44 21 13.67 6.97 3.55 1.20 
16.80 857 4.37 1.47 14.06 7.17 3.66 1.23 
17.21 8.78 447 151 23 1445 7.37 3.76 1.26 
17.65 9.00 459 154 24 1487 7.58 3.87 1.30 
18.11 9.24 4.71 158 26 15.31 7.81 3.98 1.34 
18.60 949 4.84 1.63 26 15.77 8.04 410 1.38 
19.11 9.75 4.97 1.67 27 16.25 829 4.23 1.42 
19.64 10.02 5.11 1.72 28 16.76 8.55 436 1.47 
20.20 10.30 5.25 1.77 89 17.29 8.82 450 1.51 
20.79 10.60 65.41 1.82 380 17.85 9.10 464 1.56 
21.41 10.92 5.57 1.87 81 18.44 9.40 4.79 1.61 
22.06 11.25 5.74 1.93 88 19.06 9.72 4.96 1.67 
22.74 11.60 5.91 1.99 33 19.71 10.05 6.12 1.72 
23.45 11.96 610 2.05 84 20.39 10.40 5.30 1.78 
24.22 12.35 630 2.12 85 21.12 10.77 6.49 1.85 
25.03 12.77 6.51 2.19 86 21.89 11.16 5.69 1.92 
25.87 13.19 6.73 2.26 87 22.69 11.57 65.90 1.99 
26.75 13.64 6.96 2.34 88 23.53 12.00 612 2.06 
27.68 14.12 7.20 2.42 39 24.41 12.45 635 2.14 
28.67 14.62 7.45 251 40 25.35 12.93 6.5! 2 
29.70 15.15 7.72 2.60 41 26.33 13.43 6.8! 30 
30.79 15.70 8.01 2.69 42 27.37 13.96 7.1 .89 
31.93 16.28 830 2.79 438 28.46 14.51 7.4! 49 
33.12 16.89 861 2.90 44 29.60 15.10 7.7 59 
34.41 17.55 8.9) 3.01 45 30.82 15.72 8.0 -70 
35.78 18.25 9.3) 3.13 46 32.11 16.38 8.3) 81 
37.21 18.98 9.67 3.26 47 33.45 17.06 8.7 -93 
38.72 19.75 10.0 3.39 48 34.87 17.78 9.0 .05 
40.30 20.55 10.4 3.53 49 36.37 1855 9.4 .18 
41.95 21.39 10.9 3.67 60 37.97 19.36 9.8 32 
43.65 22.26 11.3 3.82 51 89.66 20.23 10.3 47 
45.40 23.15 11.8! 3.97 62 41.43 21.13 10.7 63 
47.22 24.08 12.2 4.13 658 43.28 22.07 11.2 79 
49.15 25.07 12.7 4.30 54 45.23 23.07 11.7 96 
51.23 26.13 13.3: 4.48 65 47.28 2411 12.29 4.14 
53.47 27.27 13.9 4.68 5 49.43 25.21 12.8 4.33 
55.81 28.46 14.5 4.88 57 51.65 26.34 13.4 4.52 
58.26 29.71 15.15 5.10 68 53.96 27.52 14.0 4.72 
60.83 31.02 15.82 5.32 59 656.37 28.75 14.6 4.93 
Extra Premiums for Additional Indemnity 
Age at Issue Annual Semi Quar M 
16-39 $1.25 $0.64 $0.33 $0.12 
40-49 1.50 -17 39 ee 
50-54 1.75 -89 46 16 
55-59 2.00 1.02 52 18 


The extra premiums will not change at the end of the first 
year. 


The Additional Indemnity feature continues up to age 65, after 
which the extra premium ceases. 








Members of Milwaukee Kiwanis Club 
were guests of Northwestern Mutual 
Life at a luncheon at the home office. 
The Northwestern Mutual Chorus 
entertained. President Fitzgerald pointed 
out the wide range of investments by 
life companies and how they contribute 
to the economic welfare and war pro- 
duction. A display was shown of articles 
manufactured by many of the companies 
which Northwestern Mutual has helped 
finance through its investment ‘pro- 
gram. 


ONE, TWO, THREE. New men get into produc- 
tion quickly. Information free. Try the Secu- 
rity Accumulator for Security. 


Uy; 
ZZ, 


SECURITY MUTUAL LIFE INSURANCE CO., BINGHAMTON, NEW YORK 


IL) Established 1886 [| 





_ ASSOCIATIONS — 


Bloomington Association 
Hears Inflation Formula 


Every life policy issued contains ay 
“escalator clause” to hedge against the 
effect of inflation, R. Osler, vice. 
president’ of Rough Notes Co., tolj 
Bloomington (Ill.) Assn. of Life Un. 
derwriters. 

Mr. Osler stated that each year the 
policyholder lives, the amount of ip 
come his policies will pay his widow jn. 
creases. He added that critics who com. 
plain that life insurance ought to pay 
off in dollars keyed to the cost of living 
at the time of the maturity of the policy 
are always startled when it is pointed 
out to them that it would be possible to 
construct such a policy but that the pre 
mium payments would have to be tie 
to the same index. 


Insurance Real Hedge : 

The only real hedge against inflation 
is more life insurance, Mr. Osler in 
sisted, asserting that if a man will in 
crease the number of dollars he puts 
into life insurance premiums as the 
number of income dollars he receives 
are increased by inflation, he will auto 
matically hedge against rising prices. 

“Although each dollar buys only hal 
of what it would buy in 1939, we have 
3%4 times as many dollars,” said Mr, 
Osler, concluding that even with high 
taxes, the average man could hedge 
against inflation by doubling his 1939 
life insurance and still have at least a 
much purchasing power left for current 
needs as he had then. 








Indianapolis Group Gets 
“Taste” of Selling Methods 


Lives are the “bread and butter” of 
an agent’s success, and programming 
and estate planning are his “dessert,” 
declared Hal Nutt, director of the Pur- 
due course, at a meeting of the Indian- 
apolis Assn. of Life Underwriters. 

Mr. Nutt declared that only by con- 
centrating primarily on lives could the 
agent find real career security in the 
business. Speaking on successful sell- 
ing, he stated that a sale results when 
logic and emotion are combined in 
proper proportions. Mr. Nutt also 
stressed the advantages of direct mail 
as a means of setting the stage for an 
interview. ; 

Fitzhugh Traylor, manager for Equr 
table Society, presented C.L.U. desig: 
nations to Richard Englehart and Fred 
Kimball, assistant directors of the Pur- 
due school, and James T. O’Neal, mat- 
ager for Great-West Life. 





Cleeton Continues Tour, 
Addresses Wisconsin Groups 


MILWAUKEE—Charles E. Cleetom, 
Occidental Life, Los Angeles, N.A.LU. 
president, was the guest of Wisconsil 
life underwriters at several meetings 
here. At a meeting of the Milwaukee 
association, Mr. Cleeton addressed about 
170 life men. ; 

While his talk outlined some of the 
administration’s major objectives, i! 
cluding revision of section 213 of the 
New York insurance laws, he devoted 
the main portion of his discussion t 
“The Ten Commandments.” He recit 
the commandments and applied an a 
pect of life business to each one. 

During the afternoon, meetings weft 
held by the boards of the Milwaukee 
and Wisconsin associations, the meir 
bership chairmen of various local a 
sociations in the state, and the legisle 
tive committees of the associations repr 
resented. 








Motivation Okla. City Topic; 


Motivation is not telling a tear jerk 
ing sob story but a matter of selecting / 
and using the right words and family | 
situations and things that are closest 
to the prospect’s heart, Cecil Murrah 
Great Southern Life, Huntsville, 
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told Oklahoma City Assn. of Life Un- 
derwriters. 

Presidents of affiliated groups were 
resented, including Albert B. Irwin, 
Oklahoma Assn. of Life Underwriters; 


Lee White, C.L.U. chapter; Edwin 
w. Burch, Estate Planning Coun- 
cil, and Charles S. Caldwell, Gen- 


eral Agents & Managers Club. Sales 
congresses are scheduled for Feb. 1 at 
Tulsa and Feb. 2 at Oklahoma City. 


Kansas Seminar at Wichita 


Kansas Life Underwriters Assn. has 
announced a one-day seminar Nov. 9 
at Wichita, with the Wichita association 
and extension department of the Uni- 
versity of Kansas cooperating. The pro- 
gram will be open to all life men of 
the state. Leon Gilbert Simon of New 
York will be the conductor. Dr. David 
L. McFarlane of Kansas State College, 
Emporia, will speak. 


Butler, Pa.—Ralph K, Steil, Pittsburgh 
manager of Prudential, will speak to the 
Butler branch of the Pittsburgh associa- 
tion Nov. 1 on “Motivating the Pros- 
pect.” 

Chattanooga—Clinton Campbell, gen- 
eral agent of Provident Mutual at Knox- 
ville. spoke on “Prospecting.” He is a 
member of the N. A. L. U. speakers 
bureau committee. 

Padueah, Ky.—Robert L. Hill, general 
agent of Northwestern National at 
Evansville, Ind., discussed “Selling Life 
Insurance on Today’s Market,” 

Hutchinson, Kan.—Elliott Belden, 
Franklin Life, Salina, Kansas president, 
reported on the N. A. L. U. convention 
at Los Angeles. Sylvia Thompson, 
Franklin Life, Hutchinson, also reported 
on the Women’s Quarter Million Dollar 
Round Table. A membership roster and 
program for the year was distributed. 

An L. U. T. C. class will start Oct. 29 
with a registration of 27. Harlan 
Schlicher, Fidelity Mutual, will be direc- 
tor. 

Pittsburg, Kan.— Southeast Kansas 
sales congress was streamlined into a 
one-day sales clinic this year. The pro- 
gram was handled entirely by life men 
of the area with no “big shots.” Ralph 
Willcott of Chanute, 2nd vice-president, 
represented the state association. 


Fort Scott, Kan,— Ralph Willcott, 
Kansas association 2d _ vice-president, 
speaks Oct. 26. He has recently also ad- 
dressed associations at Emporia, Inde- 
pendence and Neosho-Allen county at 
Chanute and will have visited all asso- 
ciations in his district by Dec. 1. 

Junction City, Kan.—At a joint meet- 
ing with the Manhattan association, El- 
liott Belden, Franklin Life, Salina, presi- 
dent of the Kansas association, spoke on 
“What the Life Underwriters Association 
Means to a Life Underwriter.” 

Great Bend, Kan.—The Central Kan- 
sas association heard Everett E. Avery, 
Larned accountant, speak on “Life In- 
surance and How it is Affected by and 
Fits into the Income Tax Program.” 


Appleton, Wis.—Lee Wandling, Mil- 
waukee manager of Equitable Society 
Assurance, spoke on “The Professional 
Life Underwriter,” at the October meet- 
ing of the Fox River Valley association. 
New films produced by Institute of Life 
Insurance were shown. 


Los Angeles—Mark S&S. Trueblood, 
Union Central, association president, ex 
pressed appreciation to the women’s di- 
vision for the part the women’s commit- 
tees took in the recent N. A. L. U. 
convention, and also gave a short review 
of that convention. 

He pointed out how association work 
can be built up and mentioned what has 
been done at Washington and Sacra- 
mento to further life insurance legisla- 
tively. 

Quincey, I1l.—Mrs. Marion Stevens 
Eberly, director of the women’s division 
of Institute of Life Insurance, spoke at 
& luncheon. 

President E. G. Weber, State Farm 
Life, reported the resignation of Robert 
Schmitt, Northwestern Mutual, as sec- 
retary of the association and appointed 
4 committee to nominate a successor. 
gonttie Creek, Mich.—Garry Brown, 
etropolitan Life, a C. L, U., talked on 
Selling the Young Single Man,” de- 
scribing particularly the spectal “pack- 
age” aimed at young men. Harold W. 
undberg, Washington National, dis- 
Pa sy social security benefits and their 
Pari with life coverage. Kenneth M. 
fe in, Penn Mutual, talked on coverage 

r business men in partnerships or 


closed corporations. L. U. T. C. certifi- 
cates were presented to seven members. 


San Francisco—One of the features of 
the October meeting was the presenta- 
tion of C. L. U. designations to J. W. 
Carothers, James S. Hughes, W. Jackson 
Miles, Joseph Wittenmeier and W. P. 
Woodman by Hugh H. Davy, Home Life, 
regional vice-president of the American 
Society. 

Miss Mary Mathews (Mrs. Major 
Moore), executive secretary, is resigning 
the first of the year. She has held this 
position for four years. 

Jack L. Rawlins, Acacia Mutual, has 
been named chairman of the 1952 north- 
ern California sales congress. next 
January, 

Bay City, Mich.—Roy G. Mathews, Flint, 
vice-president of the Michigan associa- 
tion, spoke. Plans were perfected for a 
“sales caravan” and a joint Bay City- 
Saginaw session Nov. 7. 

Missouri—The fall sales congress is to 
be held at Columbia on Nov. 10. : 

Hannibal, Mo.—William King, Fidelity 
Mutual, St. Louis, vice-president of the 
Missouri association, speaks on Nov. 1. 

Madison, Wis.—Roe Walker, assistant 
director of agencies of Northwestern Mu- 
tual Life, Milwaukee, spoke on “For 
Many We Shape Their World of Tomor- 
row.” 

Eau Claire, Wis.—Estate planning and 
business insurance were discussed by 
Bissell Bradley, Penn Mutual, Wausau, 
at a luncheon meeting of the Chippewa 
Valley assn, A. L. U. diploma was 
presented to H. Lee Minton, Jr., Travel- 
ers, by Cy Mannix, Old Line Life, past 
president of the Chippewa Valley group. 

Green Bay, Wis.—Carl A. Ernst, North 
American Life & Casualty, St. Paul, pres- 
ident International Assn. of A. & H. 
Underwriters, spoke on the advantages 
to the agent of selling A. & H. and life 
insurance in combination at a luncheon 
meeting of the Northeast Wisconsin as- 
sociation. 

Elmira, N. Y.—E. M. Johnson, public 
relations consultant, presented “Practi- 
cal and Pertinent Sales Suggestions.” 

St. Louis—H. A. Hedges, Equitable 
Life of Iowa, Kansas City, discussed 
various phases of agency management. 

Austin, Tex.—The executive committee 
of the Texas association met to discuss 
problems of membership, representation, 
and finances. Dr. Harry T. Owen, pro- 
fessor of insurance at the University of 
Texas, spoke on the objectives of teach- 
ing life insurance in colleges. 

Cc. E. Wood, general convention chair- 
man, announced that the 1952 convention 
of the Texas association will be held at 
San Antonio June 26-28. It was also 
announced that the tri-city sales con- 
gress would be held at San Antonio 
Feb. 7, at Houston Feb. 8 and Dallas 
Feb. 9. 

Buffalo—Russell B. Knapp, recruiting 
and training director, Mutual Benefit 
Life, New York City, addressed a 
luncheon meeting on the subject: “More 
Dollars for Today’s Spending.” L. U. T. C. 
certificates were presented. 

Johnson City, N. ¥.—F. H. Haviland, 
retired vice-president of Connecticut 
General Life, spoke to the Binghamton 
and Greater Endicott associations. Na- 
tional quality awards were presented by 
W. Merle Smith, president New York 
State association. 

Chicago—James R. Williams, assistant 
director public relations, of H. & A. 
Underwriters Conference, and James R. 
Gersonde, executive director of Chicago 
Hospital Council, will address group 
supervisors Nov. 5 on the hospital ad- 
missions plan in Chicago. : 

Jack Lawrence, Mutual Life, will 
speak to Life Agency Supervisors Club 
Nov. 8 on “Recruiting Under Today’s 
Economy.” 








Bay Area Managers Convene 


General agents and managers in the 
San Francisco bay area are convening 
at Berkeley, Cal., Friday. Among the 
speakers are Royal A. Roberts, profes- 
sor of marketing, University of Californ- 
ia; Paul E. Demeter, Northwestern Mu- 
tual, Oakland; J. A. Rowe, Bankers 
Life of Iowa, San Francisco. Also fea- 
tured is a panel discussion on “Agency 
Management.” 


Fischer Talks to Women 


JACKSON—Dr. Carl Fischer, pro- 
fessor of insurance and actuarial math- 
ematics at University of Michigan, gave 


a comprehensive explanation of life 
coverages at women’s finance forum 
at Jackson, Mich. 

He said “no one can answer exactly 
or satisfactorily the question of how 
much life insurance a man or woman 
should carry.” The answer must be ap- 
proximated but “a husband should have 
enough insurance to carry on the fam- 
ily’s standard of living relatively’ un- 
changed .. .” He said a woman’s need 
for coverage depends on her family or 


dependents. He explained also that a 
policy often provides opportunity for 
women to make bequests, to retire or 
to carry on a business. 


Memorials for White, Jeffery 


Life Insurance Assn, has adopted 
memorial resolutions for George Avery 
White, late president of State Mutual 
Life, and J. Edgar Jeffery, late chair- 
man of London Life. 








~ The average American male wears a size 
814 shoe. Yet, you wouldn’t think of 
opening a shoe store with nothing but size 
814 shoes in stock. Naturally. You KNow 
you are fitting individuals, not an imaginary 
average. 


American United’s Agency Department 

has a sales policy geared for individuals and 
not for averages. A sales policy that starts 
with the thinking in the field . . . that 

fits sales ideas to a man’s personal 

abilities . . . that makes the most of the 
value found in understanding field problems. 


American United believes in “relaxed sales 
pressure,” a method of selling that combines 
an individual’s good points with sound 

sales tools—resulting in an advantage to 
the policyholder, the company, and the man 
on the firing line. 
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AMERICAN UNITED LIFE INSURANCE COMPANY 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 








ACTUARIAL POSITION OPEN 


A modest sized, well financed stock company wants a man 
in his 30s or 40s, who has passed all his actuarial examinations 
to establish the company's actuarial department. All corre- 
spondence confidential. Reply to Box No. H-68, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 
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Legal problems should be left to the 
lawyers. 

For example, does he know how the 


average sole proprietor operating his 
own unincorporated business who dies 
with no will will have his estate dis- 
tributed? Usually one-third of it goes 
to his wife and two-thirds to his chil- 
dren. Even if he has a will, there will 
be a problem of carrying on a business 
without authority, since, legally, as the 
executrix, his wife can’t carry on the 
business without subjecting herself to 
future liability to other heirs. Even 
children may sue their mother when 
they reach maturity, he pointed out. 

As to partnerships, every agent should 
know that they automatically terminate 
on the death of a partner and that the 
surviving partner becomes a liquidating 
trustee for the business. Everything he 
does, buys, or sells, and so forth, can 
be questioned by the estate of the de- 
ceased partner. Should there be losses, 
he is personally responsible. 

The important thing a client who 
owns stock in a close corporation must 
realize is that legally that stock is bound 
by the same rules as stock traded on 
the exchanges. The mere fact that he 
holds it closely doesn’t give him any 
special privileges. It creates a hazard, 
in fact, because there is no market for 
it. If a stockholder dies without a will 
and leaves a widow and minor children 
the usual intestate distribution described 
above is made. In most states the stock 
in a close corporation is not legal for 
investment by a guardian for a minor. 
The surrogate judge will order it sold, 
with consequent liquidation losses. 
(Normally, he explained, there are no 
other assets than the stock.) 


Disputes Arise 

There is almost always a conflict be- 
tween surviving stockholders and the 
widow of the deceased, he explained. 
Survivors are interested in expansion, 
sales, inventories, fluctuations in busi- 
ness, etc. The widow is interested in 
income. “Don’t forget that the widow 
always feels that her husband was the 
brains of the business,” he observed. 
“She feels that the surviving stock- 
holders are a bunch of jerks.” She also 
forgets that all she is inheriting is the 
stock. Her husband’s salary is not con- 
tinued to her. She is rendering no serv- 
ice to the corporation. 

Then he explained how a_ binding 
buy-and-sell agreement or stock retire- 
men plan can eliminate all these prob- 
lems. He also discussed the great boost 
for key man insurance and stock re- 
tirement plans given by the third circuit 
court of appeals in the Emeloid case. 
Many salesmen are using this decision 
as an outstanding third party recom- 
mendation of the idea of a key man 
coverage. Provident Mutual, for ex- 
ample, has printed special sales circulars 
containing excerpts from the decision, 


Sell the Agreement First 

Mr. Zeigen believes that the agent 
should sell the buy-and-sell agreement 
first, forgetting life insurance until 
methods of making the payment are 
discussed. Then he can point out that 
the purchase can be made with the 
personal assets of the survivors, by 
a loan, with installment payments, or 
by paying three or four cents on the 
dollar. At that juncture the prospect 
will say “That last way is life insurance, 
isn’t it?” Mr. Zeigen suggests that the 
agent reply, “What else can it be?” 
Then say no more. Just wait for an 
answer. Invariably the prospect will 
smile and say, “I guess you’re right.” 

The prospect’s lawyer and accountant 
will undoubtedly agree too. The 
psychology of putting the life insur- 
ance method last is best. It de-empha- 
sizes the sale involved. 

Two of the specific approaches offered 
by Mr. Zeigen were: “Mr. Jones, if you 
sold your interest in your business to 
your partner (or stockholder) today, 
would you take the money home to your 
wife and tell her to invest it back in 
your business without being there to 
watch it? Yet that is what you’re doing 
to your wife if you die without a proper 
buy-and-sell agreement.” The second 
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was: “If you had a promissory note com- 
ing due for one-third of everything you 
own, could you meet that note in cash?” 
The answer usually will be “No.” And 
the agent responds, “Yet, that’s the 
a your wife will face when you 
aie, 


Bankers L. & C. 
Hearing Opens 


The open hearing at Chicago arranged 
by the Illinois department to look into 
the difficulties Bankers Life & Casualty 
has been having with insurance depart- 
ments in other states drew representa- 
tives from eight of the 31 states in which 
the company _ operates. However, 
Georgia, where its fight with the insur- 
ance commissioner has been the hot- 
test, and Iowa, the runner-up in this 
category, sent no representatives, taking 
the attitude that since litigation is pend- 
ing in those states it would be improper 
to send an observer. 

Tn the meeting room were at least 25 
insurance observers besides those repre- 
senting state departments. In addition 
to the eight states represented, sev- 
eral more indicated they would have 
representatives on hand before the hear- 
ing concluded. 

The hearing promised to last at least 
two days, as Director Day of Illinois 
indicated as presiding officer that he 
would keep it going until all the states 
and Bankers Life & Casualty had had 
their innings. Bankers’ witnesses num- 
bered 24. The company is represented 
by Brundage & Short, Chicago law firm. 

After the stage was set by Mr. Day, 
Miss Zeta Stone, Illinois department 
attorney, and Paul Kohler, department 
examiner, read reports of investigations 
completed two weeks ago on the com- 
pany’s home office operations. 





Business Cover Supplement 


Mutual Trust presented a supplement 
to its business insurance publication, 
“Steps to Business Security,” to the 
qualifiers at its National convention at 
Bigwin Inn, Lake of Bays, Ont. 

It contains a sales-slanted explanation 
of the various types of business insur- 
ance and also a separate sales section. 
_ An entirely new sales tool, business 
insurance proposal kits, also was intro- 
duced. These presentations are being 
distributed through the agency depart- 
ment of the home office. 


C.L.U. Course at Greensboro 


_The extension division of University 
of North Carolina is conducting a 
C.L.U. course at Greensboro, starting 
Oct. 8. The instructor is William 
O. Cummings, Julian Price lecturer in 
insurance at the university’s school of 
business administration. 


Panel for High School Students 


Miss Pearle Easley, Massachusetts 
Mutual, president Oklahoma City Assn. 











Convention Dates 


Oct. 29-31, Life Insurance Advertisers 
Assn., Inn and Lodge, Williamsburg, Va. 
Oct. 29-31, Bureau of A. & H. Under- 
writers, the Homestead, Hot Springs, Va. 
Nov. 1-3, Mid-West Management Con- 
ference, French Lick, Ind. 
y Nossa an ee of qemne Omics Un- 
erwriters, annual meetin 
Beach hotel, Chicago. - Tn 

Nov. 12-16, L.1.A.M.A. annual meetin 
Edgewater Beach hotel, Chicago. me 

Dec. 2-6, National Assn. of Insurance 
Commissioners, Hotel Commodore, New 
York City. 

Dec. 11-12, Life Insurance Assn, of 
America, annual meeting, Waldorf- 
Astoria hotel, New York City. 

Dec. 13, Institute of Life Insurance, 
annual meeting, Waldorf-Astoria hotel, 
New York City. 1983 


Mareh 17-19, Small companies spring 

conference of LILA Ed. 

Beach Hotel, Chicago. spienns 
May 26-28. H. & A. Underwriters Con- 

ference annual, Cosmopolitan hotel, Den- 

ver. 





he they 


of Life Underwriters, was assisted by 
. D. Anderson Mid-Continent Life, 
and Charles Saulsbury in presenting a 
panel on selling life insurance before 
a group of central high school students 
in the vocational guidance department. 
Mr. Saulsbury took up the subject from 
the public relations angle, Mr. Ander- 
son dwelt on the principles advocated 
by C.L.U. and Miss Easly spoke on how 
to sell intangibles by using tangibles. 





96 Turns Up for Hancock 


Charles E. Mills, 96, of Dedham, 
Mass., is one of the latest to outlive his 


—= 


life insurance. His $1,000 20-paymen 
policy was paid off last week by Rober 
W. Jones, agent of John Hancock y 
Boston. 





Commissioner M. O. Allen of Tennes. 
see, after an extended illness, has lef 
Mid-State Baptist Hospital at Nashville 
but is not expected to be able to retun 
to his office for some time. 





Terry Vane, supervisor of the Brug 
Parsons agency of Mutual Benefit Life 
Chicago, addressed 60 members of th 
Lions Club at Elmhurst, III. 





California-Western States 
INSURANCE COMPANY 


LIFE 


HOME OFFICE 
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The best salesman in 
the world will fall flat 
on his face if he 
doesn't have a good selection of merchan- 
dise. My merchandise is insurance . . . and 
Cal-Western has a ‘‘product’’ to fit every 
need — retirement, juvenile, educational, 
annuities, mortgage, family income, sick- 
ness and accident, hospital and surgical 
... you name it and they've got it! They're 
good plans, too .. . competitive . . . com- 
plete .. . with benefits that meet today’s 
needs. Yes, I'm proud of my ‘‘line’’'! It en- 
ables me to do a thorough job for my 
clients. One more reason we all say... 


With Cal-Western 


it’s MORE Than a Contract 
-.. It’s a CAREER! 
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FRATERNALS 


White Heads Ga. Congress 


Georgia Fraternal Congress has elect- 
ed O. Lee White, Atlanta attorney, 
as its president. Other officers elected 
are Miss Myrtle Hardy, Atlanta, ist 
vice-president; Dr. J. M. Branch, Davis- 
poro, 2nd vice-president; Mrs. B. L. 
Stephenson, Atlanta, secretary; L. M. 
Banks, Savannah, chaplain. 

The new officers were installed at a 
banquet at which Gov. Herman Tal- 
madge of Georgia was the principal 
speaker. 








Mo. Fraternal Congress Meets 


Two hundred members of the Missouri 
Fraternal Congress convened at St. Louis 
and elected W. C. Croy, Poplar Bluff, 
president. Other officers include: B. T. 
McQuary, Mrs. Bertha Renfro, George 
Bauer, all of St. Louis, vice-presidents; 
Mrs. Lucy Dray, Chillicothe, treasurer; 
Cecil Rauh, Perryville, secretary. 





Chicago Fraternalists Hear Benz 


Fraternal Underwriters Assn. of Chi- 
cago met to hear Herbert Benz, Aid 
Assn. for Lutherans, talk on “The 
Value of Agency Meetings.” Jan. 24 
was set as the next meeting date when 
election of officers will be held, and 
Hal Nutt, director of the Purdue course, 
will be the guest speaker. 





Lincoln National Life, and Catholic 
Benevolent League have completed a re- 
insurance agreement. 





The Polish Catholic Union has a new 
rate book with premiums and cash 
values based on the C.S.O. 2%% basis. 








Great-West Life has appointed Robert 
F. Fritsch as group representative in the 
Earl Schwemm agency, Chicago. 








Check these points — 


Centrally located just 45 minutes 
ri from the heart of Chicago in 
suburban Highland Park. 


Stately Georgian buildings sur- 








rounded by 21! beautiful wooded 
acres overlooking Lake Michigan. 
No commercial distractions, no 
city turmoil. Keep your men to- 
gether in a quiet "country home" 
work-inspiring atmosphere. 

Private beach and every recrea- 
tional facility on the grounds or 
close by. 

No extra charge for use of ball- 
room and conference rooms of 
varying sizes. 


ons or sales groups given first prefer- 
S@ year ‘round. Write for full information. 
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loraine on-the-Lake 


















Zone 4 Meeting Shows Close Planning 
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yet 30 years later the mutuals and 
the State Fund had 60% of the busi- 
ness. This change in consumer accep- 
tance, viewed in retrospect, furnishes 
proof that what many believed to be 
widespread consumer acceptance was 
not a sound consumer acceptance 
destined to survive over the long pull. 

Present or apparent consumer ac- 
ceptance may be nullified by govern- 
mental action. In the days of the Arm- 
strong investigation the life insurance 
business had wide consumer acceptance 
of its price level; the public was buying 
in increasing numbers and the compa- 
nies were expanding rapidly. Judged by 
those standards we had present or ap- 
parent consumer acceptance of our price 
levels. And, yet, when the Armstrong 
committee analyzed our figures and put 
them out in the statistical sunshine for 
all to see, the decision was that our 
price level was wrong—that too great 
a portion of the policyholder’s dollar 
was going into production costs and 
into company expansion. Out of that 
scrutiny of our price structure came 
restrictive laws; statutory limitations on 
expense, new business and surplus. 

In Britain Lord Beveridge in 1941 
hung detailed operating figures of all 
branches of the business out on the line 
for all to see. In every case the question 
was: (a) How much of the dollar (or 
pound) does the customer get back 
either in the form of losses or dividends, 
and (b) the even more important ques- 
tion, how much of the dollar (or pound) 
is consumed in expenses? As a result 
of that airing of operating results, pri- 
vate workmen’s compensation carriers 
were put out of business; and six years 
later private health insurance was the 
second one to go. 


Price Level Developments 


Today we are confronted with two 
developments in the insurance business 
affecting price levels which should fur- 
nish serious food for thought for all 
people sincerely interested in the 
preservation of private enterprise in the 
insurance business. In the life insurance 
business we face a real problem in main- 
taining a stable field force. Very re- 
spectable arguments are made that this 
problem is due to our failure to (a) 
induce the right prospects to become 
agents; (b) give them proper training; 
(c) provide adequate financing; and (d) 
provide future security. 

To solve these problems more money 
must be spent—money which can come 
only from the policyholders. The argu- 
ment is made that companies licensed 
outside of New York and with existing 
compensation levels which exceed the 
limits in the proposed bill are thriving. 
From this it is argued that the public 
will accept these increased costs. In- 
deed, it is asserted that we don’t even 
have to speculate upon this proposition; 
it is said that what is actually happening 
is proof enough. Perhaps they are right 
but I have cited above case histories 
where well-intentioned people in the 
insurance business thought the same 
thing and turned to be wrong. All of 
us want to do what is right and what is 
best for the business. It is not a ques- 
tion of motives. The important thing is 
to make sure that we don’t make a 
fundamental mistake which will come 
‘back to haunt us. 

A similar problem confronts the auto- 
mobile insurance business today, which 
is faced in a number of states with the 
threat of compulsory insurance. Though 
the automobile liability differs substan- 
tially from the life insurance business, 
the question facing both businesses is 
substantially the same. It turns upon 
a fundamental; is our arithmetic right? 
The question goes deeper than whether 
there is a present consumer acceptance 
of existing rate levels; the question is 
subjected to the same type of scrutiny 
which the life insurance companies faced 


- in the Armstrong investigation and the 





British compensation carriers faced in 
the Beveridge report. Can the business 
demonstrate that its arithmetic is right? 

The experience in North Dakota may 
point out one of the answers to this 
inquiry. There the legislative report 
said: 

“Some insured need and are willing 
to pay for services that others don’t wish 
to take. It is not just a matter of dif- 
ferent prices for the same _ protection. 
In a system of free enterprise the in- 
dividual may select the type of service 
he desires and pay premiums accord- 
ingly.” 

Hang Figures on Line 


Following this thinking the legisla- 
tive committee did what was done in the 
Armstrong investigation, the Beveridge 
report and the T. N. E. C.; they hung 
the figures out on the line for all to see; 
the figures of the stock companies, the 
mutuals—the agency companies, the di- 
rect writers and the mail-order com- 
panies. With all rate levels displayed, 
not just the highest ones, or even the 
aggregate, the decision was against state 
monopoly and in favor of private enter- 
prise. Here was a case where the vig- 
orous price competition—so troublesome 
and even obnoxious to some people in 
the business—saved the day. And it 
may do so again. 

Mr. Dineen condemned the fanning 
of the issue of income tax as between 
stock and mutual companies. Such a 
fight, he said, will end only in an in- 
creased tax on both and with the pol- 
icyholder paying the bill. 


Glandorf to Protective 


Joseph A. Glandorf, former agent and 
associate manager at Atlanta for Acacia 
Mutual, has been appointed agency su- 
pervisor for South Carolina, Florida and 
Georgia by Protective Life. He is a 
graduate of the University of Georgia 
and is a naval air corps veteran. 








Merge Chicago Agencies 

Robert E. Florian, general agent of 
Connecticut Mutual at 208 South La 
Salle street, Chicago, will consolidate 
his agency with the one formerly 
operated by J. Milton Edelstein, who 
has resigned to operate his own insur- 
ance agency. Mr. Florian will move 
Oct. 30 to the offices 39 South La Salle 
street which have been occupied by Mr. 
Edelstein. 


Laffer Has Fall Meeting 


The southwest Kansas agency of 
Northwestern Mutual headed by Henry 
W. Laffer held its fall meeting at 
Wichita. A barbecue was held at the 
Laffer home attended also by the ladies. 
Representing the home office were 
Robert E. Templin, assistant director 
of agencies, and Theo. P. Otjen, assist- 
ant counsel. 


McDonald Addresses Mo. Group 


Edwin C. McDonald, 2nd _ vice-presi- 
dent group administration of Metropoli- 
tan Life, spoke to the St. Louis confer- 
enee of Associated Industries of Mis- 
souri on “Trends in Employe Benefit 
and Pension Programs.” 








42 Agencies Compete for Award 


Columbian National’s 42 agencies are 
competing for the president’s cup and 
“quota-buster” prizes during October 
and November. Last year’s cup win- 
ner was the Lindsay agency of Brock- 
ton, Mass. 


Grady Sullivan, Wichita district man- 
ager of Prudential, was honored on his 
20th anniversary with the company at 
a dinner there. The home office was 
represented by Don Nielson of the 
agency department. A number of dis- 
trict managers from Missouri, Nebraska 
and Kansas attended. 





GALES IDEAS 


OF THE WEEK 





Zeigen Maps Road 
to Treasures of 
Business Insurance 


The public is tax and legally con- 
scious but not tax and legally informed 
and when the competent life insurance 
agent jars the average man from cus- 
tomary complacency about the potential 
impact of taxes on his personal or busi- 
ness estate he has opened the way to a 
sale, Samuel L. Zeigen, general agent of 
Provident Mutual in New York City, 
told the Westchester County Life Un- 
derwriters Assn. Mr. Zeigen, who is 
an attorney, called his talk “Hidden 
Treasures in Business Insurance.” 

As suggested sources for business 
insurance sales, among others he en- 
couraged agents to prepare a list con- 
taining the names of everyone that they 
do business with. “Then ask each of 
them to list everyone that they do busi- 
ness with. This second step is often 
forgotten,” he said. “By getting per- 
mission to use the policyholder’s name 
the agent has made for himself a new 
center of influence.” A second source is 
the competitor of the man the agent 
does business with. Nearly everyone has 
some rival in his business of whom he is 
jealous, especially if the latter is a 
business success. By asking for their 
names the agent can get himself a new 
prospect and some indication of how 
well the competitor is doing financially. 
Trust officers or managers of banks 
may tip off an agent as to who is doing 
a substantial amount of business. 
“Agents should educate lawyers and ac- 
countants to recognize life insurance sit- 
uations and to call them when they do,” 
he continued. As an example of this 
he told of a $500,000 case that resulted 
from a telephone call from an account- 
ant. The results are slow by this route, 
he said, not fast. But delaying to start 
means to delay the time when it will 
pay off. . 

Mr. Zeigen believes that every agent 
should understand the basic law applied 
to various methods of doing business. 
He needs to know enough to arouse 
the interest of his prospect, he advised. 


| INCREASE YOUR INCOME , 


You make more money selling when you represent 
a society that has a complete line of modern life 
insurance contracts. 


—P N FOR DEPENDENTS 
EDUCATION of children—MORTGAGE payment— 
ACCIDENT protection—SALARY replacement, help 
increase sales. 

Rates and Reserves based on the latest and most 
modern C.S8.Q. mortality. table and 2%% interest 
assumption. 

For information write to 


J. All Pp 
Sell the a doll to et 
EQUITABLE RESERVE ASSOCIATION 
Life Insurance for Men, Women and Children 
Neenah, Wisconsin 








ROYAL LEAGUE 
309 W. Jackson Bivd., 
Chicago 6, Illinois 
LEGAL RESERVE LIFE INSURANCE WITH 


ATTRACTIVE SOCIAL AND BENEVOLENT 
BENEFITS. 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Agnes E. Koob 
Supreme President 











24 


HeNATIONAL UNDERWRITER 





October 26, 195} 








ee of Most Controls Is Favored 


(CONTINUED FROM PAGE 1) 





fits existed on the first regular payroll 
period ending on or after Jan. 15, 1950, 
or on the date when such benefit was 
established or last adjusted, whichever 
date is the later. 

Freedom from WSB prior approval is 
provided for establishment or amend- 
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and Actuaries 
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ment of any profit-sharing plan approved 
by the bureau of internal revenue where 
such a plan does not provide for the 
payment of any immediate benefit in the 
form of cash or loan value prior to an 
employe’s death, retirement or perma- 
nent and total disability, except in cases 
where such payments do not begin until 
at least 10 years after an employe’s ad- 
mission to the plan and such payments 
are payable over an additional 10-year 
period. 

Also recommended for release from 
any requirement of prior approval are 
any amendments to existing pension 
programs which do not require increased 
employer payments. 

No board approval of a pension would 
be required where an employer estab- 
lishes or amends a program equivalent 
to an existing program in any of his 
establishments or extends such a pro- 
gram to cover a new group of similar 
employes. 

No prior approval is required for any 
pension plan the provisions of which do 
not exceed plans qualified by the in- 
ternal revenue code covering a_ sub- 
stantial number of employes in a major 
industry, provided that no such plan or 
amendment permits the payment of any 
immediate benefits in the form of cash 
or loan value prior to an employe’s 
death, permanent and total disability or 
attainment of age 65, except that pay- 
ments may be made upon retirement for 
age prior to 65 on the basis of an actu- 
arial reduction. 

Programs which exceed the limits of 
accepted industrial practice must be sub- 
mitted to the board for approval before 
being put into effect. The panel com- 
mittee recommends that such approval 
be granted where such programs or 
amendments correct inequities created 
by the imposition of the wage and salary 
stabilization program. It similarly ad- 
vises approval where the program is re- 
quired to meet critical manpower needs 
of essential civilian or defense produc- 
tion. The panel recommends WSB ap- 
proval where the contemplated program 
constitutes a reasonable modification of 
an existing program, if such program 
is consistent with the objectives of the 
stabilization program. The panel rec- 
ommends approval’ where the pension 
will not be used as a basis for request- 
ing an adjustment to a price ceiling or 
resisting a reduction in a price ceiling 
or where there is any indication that it 
may be used as a lever for increasing 
prices. 

The majority panel has suggested that 


programs, plans and amendments which 
are permitted to be put into effect with- 
out prior approval be ordered to report 
to the board within 60 days after their 
adoption together with information the 
board may require. 

In order to expedite the handling of 
questions arising under the regulations, 
the panel urges creation in its own image 
of a tripartite pension, health and wel- 
fare committee representing labor, in- 
dustry and the public. It recommends 
that the board invest in such a commit- 
tee the function of reviewing submis- 
sions of plans and making recommenda- 
tions to the board. This committee 
would act as an advisory committee in 
the administration of stabilization regu- 


lations where they are applicable to 
health, welfare and pension programs 
and would study the operation of the 
proposals in the majority report. 

The majority of the panel proposes in 
relation to general wage regulation No, 
6, that employer payments resulting 
from programs or plans which are py 
into effect under the terms of the regy. 
lations and such payments as have pre. 
viously been put under effect should not 
be offset against inereases permissible 
under regulation No. 6. In other words 
where welfare increases were taken ip 
lieu of wage increases, they will noy 
not be counted in place of wage in. 
creases. This will open the way fo 
some limited wage increases. 


——=—_—= 








Reasoning Behind WSB Panel Report 
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ternatives for stabilizing these programs 
would be so cumbersome as to out- 
weigh any beneficial results. They con- 
sidered such approaches as a measure- 
ment of programs in terms of money, 
benefits or combinations of these two 
through use of a point system and in an 
area-industry formula, but saw that 
these would necessitate administrative 
machinery too complex and detailed to 
be effective. The public and labor mem- 
bers were of the opinion that the per- 
missive levels which would be estab- 
lished would not be exceeded, in the 
absence of fixed levels to an extent that 
would be of any consequence. 

These panel members placed great 
emphasis on the self-limiting character 
of health and welfare benefits. For ex- 
ample, they reasoned that hospitalization 
insurance can’t exceed the actual cost 
of hospital care in any particular com- 
munity. They reasoned that protection 
available under the so-called non-profit 
hospitalization plans was established at 
levels designed to provide protection at 
a cost which subscribers could pay and 
that insurance provided through com- 
mercial companies was commonly on a 
cash indemnity basis which tended to be 
substantially less than the cost of hos- 
pitalization. 

The self-limitations applied equally to 
the medical-surgical type of benefits in 
the eyes of the committee majority. 
They said that the so-called non-profit 
medical plans represent community lev- 
els of protection in relation to what the 
public is prepared to purchase and in- 
surance company plans are limited by 
the same factors. 

In their view, the A. & H. plans, 
which are generally referred to by labor 
as weekly temporary disability plans, are 
limited not only by funds available for 








Occidental’s First Million-Dollar Policy 


Occidental Life of Cal- 
iforna’s first million-dol- 
lar policy is shown being 
delivered by Clarence 
Schultz (left) of the Lei- 
sure, Werden & Terry 
agency, Los Angeles, to 
Albert Ruben, Los An- 
geles broker, who wrote 
the case on the life of a 
prominent motion picture 
director. Mr. Ruben has 
written million-dollar 
cases before but this was 
his first in which the en- 
tire million was covered 
in a single policy. 











payment of premium but by the percent. 
age of wage loss which actuarial exper- 
ence has demonstrated can be insured, 

The majority philosophy was that life 
insurance, generally called in the ma 
jority report survivors’ benefits, was a 
relatively low-cost benefit and that en- 
ployes generally preferred to place em- 
phasis on hospital-medical and disability 
benefits. They were determined to safe. 
guard against the use of group life to 
circumvent wage stabilization policy by 
recommending that programs be dis 
approved which provide immediate ben- 
efits in the form of cash or loan value 
prior to death, permanent and total dis- 
ability or attainment of age 65. The 
panel members felt that considerable 
limitation on the level of life insurance 
exists as a result of the recent im 
provement of suvivors’ benefits unde 
the social security program. The e 
istence of private life insurance is a lim- 
iting factor as is the traditional prac. 
tice of fixing the amount of protection in 
relation to the annual earnings of ind 
viduals, they reasoned. 

The panel majority was guided in its 
deliberations by an awareness of the 
large number of cases which had ac: 
cumulated on which both employers and 
employes urgently wanted clearance. 

heir recommendations were also 
shadowed by what they regarded as the 
necessity for a maximum of self-admin- 
istration and the recognition that need- 
lessly complicated administration would 
be costly to everyone concerned and 
impede the processing of cases. 

An interesting clue to current labor 
aims and thinking is provided by a rel 
erence by the majority committee to 
“related benefits” as apnlied to health 
and welfare programs. The majority of 
the committee understood related bene- 
fits to mean medical examinations, re- 
habilitation services and screening 0 
individuals for chronic illness, They 
left the end open so that the board could 
define these related benefits as they are 
expanded or redefined. 

There was no basic disagreement 
among members of the panel on ques 
tions of permitting pensions to maintall 
a constant relationship to the cost 0 
living as determined by an index ap 
proved by the board or to maintain this 
relationship to the wage and salary level 
It was brought out that many pension 
programs, by use of a benefit formula 
which gears the monthly pension t 
most recent earnings, contain a built-in 
adjustment which maintains this rele 
tionship. The idea was to make sutft 
that employes in programs which do net 
automatically adjust to changes in eafi- 
ings levels would not be denied this at 
vantage. The theory advanced was that 
no less liberal treatment of pensions 1 
relation to the cost of living could be 
supported than that afforded to wagés 
under present stabilization policy. 

There were some problems which the 
tripartite panel discussed, but on whic 
no final decision was reached, such 3% 
permissive limits for pension plans net 
approved under the internal revenle 
code; relationship of profit-sharing plats | 
to employer-employe savings plans; fe | 
lationship of pensions to severance pay 
plans; relationship of sickness compér | 
sation. plans.to sick-leave plans. | 
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Fred S. coaches a 


WINNING 






and... 


every play is a touchdown play 


No weak positions on this team. 


Fred S. has shown them all how to reach their goals— 
whether that goal is a paid-off mortgage—a care-free old 
age—or a college education for the kids. 

It’s not surprising that Fred is one of the most respected 
men in town. His friends and neighbors know he can line 
up a perfect defense against troubles—or help them plan 
a drive to realize their hopes. 

Thanks to Fred’s coaching—scores of men in his town 
have security and freedom from worry. Good friend, good 
neighbor, good citizen—he serves his cornmunity well. 
He’s proud to be an Equitable man...and you may be sure 
the Equitable Society is proud of him! 





LISTEN TO “THIS IS YOUR FBI”... offizial crime- 
prevention broadcasts from the files of the Fed- 
eral Bureau of Investigation...another public- 


be % ® service contribution sponsored in his community 
One of & series of advertisements illustrating how a representutive of The by The Equitable Society Representative. 
Equitable Life Assurance Society serves his community by selling life insurance. EVERY FRIDAY NIGHT » ABC NETWORK 


THOMAS |. PARKINSON, Presidents: 393 Seventh Avenue, New York I, N.Y. 





you'll find some of 


the best and most 


successful men in the 


life insurance business 


From coast to coast, here they are: 


ARIZONA 
Phoenix 

H. F. Vinson 
CALIFORNIA 

los Angeles 

J. R. Mage 
Oakland 

Paul E. Demeter 
San Francisco 

R. J. Shipley 
Sacramento 
Falconer Thomas 
COLORADO 
Denver 

Ralph L. Theisen 
CONNECTICUT 
Hartford 

Glenn B. Dorr 
DIST. OF COLUMBIA 





Washington 
R. L. Baldwin 
GEORGIA 
Atlanta 

L. E. Allen 
IDAHO 


Boise 
Ray M. Wagoner 


ILLINOIS 

Aurora 

B. J. Stumm 
Pelleville 

W. L. Jacobsen 
Chicago 

Jamison & Phelps 
Dan A. Kaufman 





























NORTHWESTERN MUTUAL’S GENERAL AGENCIES 

















Listed here are 89 good reasons why no company excels this one in o/d customers coming back for 
more. The general agents heading these organizations are men whose qualities of leader- 
ship and personal ability are outstanding. Each has been chosen from within this Company. As for the 


Peoria 

C. R. Garrett 
Springfield 

E. E. Cantrall 
INDIANA 
Evansville 

B. A. Million 
Indianapolis 

G. E. Morrison 
South Bend 

H. L. Cramer 
IOWA 

Cedar Rapids 

L. P. Schwinger 
Davenport 

J. H. Copeland 
Des Moines 

H. C. Myhre 
Sioux City 

S. M. Burpee 
KANSAS 

Kansas City 
George V. Metzger 
Wichita 

Henry W. Laffer 
KENTUCKY 
lexington 

W. H. Honeycutt 
Louisville 

H. M. Johnson, Jr. 
MAINE 

Portland 

W. B. Cushman 
MARYLAND 
Baltimore 

Russeli L. Law 


MASSACHUSETTS 
Springfield 

G. Brady Buckley 
Boston 

Jason E. Stone, Jr. 
MICHIGAN 
Detroit 

C. R. Eckert 

Flint 

Gain M. Stinson 
Grand Rapids 
Bruce W. Gilmore 
Kalamazoo 

Ralph W. Emerson 
Marquette 

J. Rex DeHaas 
MINNESOTA 
Duluth 

William C. Dunbar 
Mankato 

S. A. Erickson 
Minneapolis 

F. R. Olsen 

St. Paul 

Warren W. Lundgren 


MISSOURI 
Kansas City 
Sam C. Pearson, Jr. 
St. Louis 

J. Harry Veatch 
MONTANA 
Billings 

Arthur W. Miller 
NEBRASKA 
Lincoln 

Milton Koch 


Omaha 

Kenneth M. Snyder 
NEW HAMPSHIRE 
Manchester 

V. D. Griffin 
NEW JERSEY 
Trenton 

J. W. Heinekamp 
Newark 

Rowley & Talbot 
NEW MEXICO 
Albuquerque 
Howard L. Cundy 
NEW YORK 
Albany 

E. R. Gettings 
Buffalo 

P. T. Allen 

New York 
Krueger & Davidson 
J. Robert Guy 

A. J. Johannsen 
W. F. McMartin 
Poughkeepsie 

E. R. Dill 
Rochester 

E. E. Lincoln 
Syracuse 

Philip R. Chase 
Utica 

S. N. Kenyon 
NORTH CARCLINA 
Durham 

L. W. Norton 
NORTH DAKOTA 
Fargo 

James C. Hays 


OHIO 

Akron 

Russell E. Werts 
Cincinnati 
William J. Mack 
Cleveland 
Raymond J. Dolwick 
Columbus 

S. L. Youngquist 
Dayton 

H. E. Whalen 


Toledo 
Elmer V. Gettys 


OKLAHOMA 


Oklahoma City 
A. B. Irwin 


Tulsa 

John G, Darling 
OREGON 
Portland 

L. J. Evans 
PENNSYLVANIA 
Greensburg 
Verne W. Huber 
Harrisburg 
Herbert L. Smith 
Lancaster 

Geo. K. Reynolds, Jr. 
Philadelphia 

A. C. F. Finkbiner 
Pittsburgh 

Roger A. Clark 


individual agents—123 won membership last year in the MILLION-DOLLAR ROUND TABLE 
. . and 262 have earned the degree of CHARTERED LIFE UNDERWRITER. 


Scranton 

Charles A. Votaw 
RHODE ISLAND 
Providence 

E. T. Lothgren 
SOUTH DAKOTA 
Sioux Falls 

Winslow S. Burnette 
TENNESSEE 
Nashville 

E. T. Proctor 

UTAH 

Salt Lake City 

John S. Kerns 
VIRGINIA 

Richmond 

Howard D. Goldman 


The 
NORTHWESTERN MUTUAL 
Life Insurance Company | 


MILWAUKEE, WISCONSIN 


“The Career Company” 


* 


WASHINGTON 


Seattle 

Joe F. Habegger 
Spokane 

Bert B. Boyd 
WEST VIRGINIA 


Wheeling 

Clyde O. Law 
WISCONSIN 

Eau Claire 

C. L. Egbert 

Madison 

Frank R. Horner 
Milwaukee 

J. Lowell Craig 4 
Williard L. Momsen ~ 
Oshkosh 

Marve A. Carroll 


aa 





